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Two reasons why Gallun’s Clyde Calf 
is the leather that sells your shoes 


Eh tegen good looks soft, relaxing 


comfort. These are qualities not usually ass 
ciated with one another. Yet they combine per- 


fectly in Gallun’s famous Clyde Calf 


Noted for its full-bodied ruggedness, its 
shape-holding qualities and resistance to 
fing. Clyde Calf is at the same time extraordinat 
ily flexible and resilient 


to the foot 


Men who w 
ciate your suyyes 
superb chrome-tanned leather. Make sure 
your orders to leading manufacturers include 
numbers featuring Clyde Calf. A. F. Gallan & 


tion, Tanners, Milwaukee, Ws 


dle 


chrome tanned 


OTHER FAMOUS GALLUN TANNAGES 


Normandie Calf 


boarded glared 


Norwegian Calf 


boarded gran 


Cretan Colf 
smooth but nor glared 
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PURIFIED 


In the past 15 years, ONCO Innersoles 
have built greater comfort and longer 
wear into over a hillion pairs of better 
shoes with six basic qualities: 
Flexibility - Comfort Depth * Strength 
Uniformity + Transverse Rigidity 
Cellulose Breathe-ability. 


PURIFIED 


ONCO was the first and is still the on/ 
innersole to provide this 6-Way Balance 
for Perfect Performance. That's why, year 
after year, manufacturers, shoe buyers and 
retailers look to ONCO for highest quality 
and constant improvement to meet the 


CHLLULOSE 


CHRALULOSE 


exacting requirements of the trade. 

For samples and more information 
about ONCO—the original purified cellu- 
lose innersole— write Dept. H(C.5 at our 


PuREEO 


Boston office. 
eyarrieo 


Joes LOSS 


Pune CeLAULOSE PuarrieD 


BROWN is COMPANY, Berlin, New Hampshire 
4 CORPORATION, La Tuque, Quebec 
a pe SHOES General Sales Offices: 150 Causeway Street, Boston 14, Mass 
iON O Dominion Square Building, Montreal, Quebec 
wDATIO 
ine = ee U SOLKA & CELLATE PULPS * SOLKA-PLOC * NIBROC PAPERS * NIBROC TOWELS + NIBROC KOWTOWLS 
e NIBROC TOILET TISSUE * BERMICO SEWER PIPE, CONDUIT & CORES * ONCO INSOLES + CHEMICALS 
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Hide chow. A new patent process 
utilizes hide scraps to make a liquid 
food that can be blended with soups 
vegetables and meat products ir 
meat packing plants. Patent No. 
2,676,168 to Charles J. Ely of Oak 
land, N. J. 


Breathing rubber. American Vis 
cose Corp. has developed 4 new 
rubber product called Filastic that 
breathes,’ the company announced 
at a recent stockholders meeting. F 

lastic will be used for rubber inner 
soles, among other products. The 
product is not yet ready for commer 
cial launching, says the company 


$4,600 shoebox. Thomas Tate of 
Englewood, N. J., placed a lot of 
faith in a shoebox which he kept in 
a footlocker in his cellar. For 22 years 
he had been accumulating $50 bills, 
which he kept in the box. He'd ac 
cumulated 92 of them, or $4,600, 
toward the $6,000 he needed to pay 
off the mortgage, as a surprise to his 
wife, who didn't know about the 
money. The other day he went down 
another $50—and the 


no trace 


to deposit 
shoebox was gone. So far 
of the money, 


"RANCHERETTES” is a new boot 
line introduced by John A. Frye Shoe 
Co., Marlboro, Mass. Juvenile sizes 
retail at $6.95, adults’ at $8.95. 
Widths are narrow and medium. 


$50,000 for peace. Heinz Rollman 
president of Wellco Shoe Corp., is 
reported to have spent $50,000 in 
the past year in promoting world 
peace through his organization called 
World Reconstruction, Inc. Last 
ent a 13 point good 
translated into 85 dif 
ferent language and dialects, +o 
8,000 newspapers and 5,000 radio 


stations all over the world, inc luding 


December he 
will message 


many behind the iron curtain. He 
recently completed a _ four-month 
tour of 40 different countries and 
colonies to introduce his WR organi- 
zation. His slogan: ‘Mankind Is My 


Business. 


Roaming dogs. Dan O'Leary, the fa 
mous pedestrian, twice walked over 
500 miles in six-day races. In exhibi- 
tions at baseball games he would 
walk around the diamond six times in 
less than five minutes. He walked 
100 miles on each birthday from 


1875 to 1932. 


Champ. One of America's champion 
walkers, Nebraska Bill, wore out 835 
pairs of shoes in 13 years, 1928 to 
1941, while walking a distance of 
36,000 miles — an average of 64 
pairs of shoes a year. 


Suave in suede. Warren Olney, as- 
sistant attorney general in California, 
recently tabbed illicit door-to-door 
salesmen as the ‘slick suede shoe 
boys." Sale of men's brushed leather 
shoes will likely fall in California, as 
no one will want to be dragged in 
for investigation on the suspicious 
grounds of wearing suede shoes, 
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EDITORIAL 





°° Madam, Is This Something 
Along The Line You 
Might Have In Mind?” 


The Shoe Store Salesman Isn't Really Selling At All; 
The Fault Isn't His, However, But Store Management's 


\ lady enters the shoe store. The 
salesman approaches her. Says the 
lady, “I'd like to see something in a 
blue, calf slingback pump in medium 
heel.” 

She’s seated. The salesman re- 
moves her shoe, measures the foot, 
then is off. He returns in a moment, 
shoe in hand which he holds up. 

He says, “Madam, is this something 
along the line you have in mind?” 

Maybe it is, maybe it isn’t. If it 
isn't, he keeps trotting out more 
shoes, holding them up for view, and 
always the same question, in slightly 
differing versions, “Madam, is this 
something of what you have in 
mind?” 


Which brings us to the point. 
We carried out a little experiment a 
couple of weeks ago, visiting nearly 
two dozer. shoe stores, some men’s 
but mostly Nevertheless, 
the salesman’s approach was in al- 
most every instance pretty much the 
same — ‘Madam, is this along the 
lines of what you have in mind?” 

Now, one thing struck us signifi- 
cantly. Were these salesmen really 
salesmen——or were they really serv- 
ing a role closer to errand-runners 
by carting shoes back and forth until 
the customer said, “Yes, that’s what 
I have in mind.” 

It’s quite probable that many sales- 
men are being paid to exhibit and 
fit shoes——but not to sell shoes. Sell, 
that is, in the full sense of the word. 

We don’t think that the blame for 
this shortcoming is the salesman’s, 
but rather belongs to the store man- 
agement, and even some of the blame 
stemming back to the manufacturers, 
Selling is a matter of training, funda. 
mentally. If the selling is weak, then 
it reflects on the training—particu- 
larly on the store management re- 
sponsible for permitting these prac- 
tices. 

You'll note that the basic fault in 
this type of “negative” selling is an 
irony: the customer is both the buyer 


women s, 
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and the seller. She first must “sell” 
herself on a selection, then do the 
buying. That's because nobody else 
is taking the initiative in the selling. 
As a not-so-extreme illustration, much 
the same could be accomplished by 
an open display of the shoes on a 
counter, with the customer free to do 
the selecting. In short, self-service. 

Now, we think there’s a stupendous 
opportunity to develop extra-pairage 
sales by converting from negative to 
positive selling at the retail level. 
And we use the word “stupendous” 
with consideration for its meaning of 
enormity. 


One trouble with shoe business 
is that it’s selling shoes only. Selling 
shoes as an isolated item, that is. 
We're not fully employing the power- 
ful sales tools of impulse buying, sug- 
gestive selling, etc. The tools that 
require the salesman to take the in- 
itiative, to do the actual selling. 

Fashion offers an excellent oppor: 
tunity to increase sales. That is, 
proper utilization of fashion knowl- 
edge to sell shoes. When the sales- 
man knows why the customer wants 
a certain shoe—-what she plans to use 
it for or with (occasion and cos- 
tume), he’s much better equipped to 
employ suggestive selling. He can 
take an active part in the selling 
rather than being an errand-runner 
to and from the stock room. 

For example, how many salesmen 
inquire about the costumes or uses 
to which the customer intends to 
adapt the shoes? If the salesman 
has this information, he’s better 
equipped to suggest go-with shoes. 
If he simply delivers what the cus- 
tomer asks for—a blue, calf slingback 
pump in medium heel —he hasn’t 
sold anything. He has merely de- 
livered it to her. 

But with a knowledge of current 
apparel fashions, plus knowing what 
the customer wants the shoe for, en- 
ables him to make suggestions for 
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additional pairs which fit in perfectly 
with the customer’s tastes and wants 
of that moment. This is a combina- 
tion of suggestive selling and impulse 
buying. But it must be initiated by 
the salesman. 


Keep in mind that the customer 
is usually quite clear as to what she 
wants——-even when she sounds vague. 
When she asks for “something in a 
blue, calf slingback pump with me- 
dium heel” she has in a simple sen- 
tence embraced all the basic elements 
of fashion: Design, Color and Ma- 
terial (note: see Kay Sleater’s article 
on fashion in this issue). 

If the buyer is quite specific about 
fashion, certainly the seller should be 
at least equally specific in his knowl. 
edge of fashion about shoes —particu- 
larly the knowledge of which shoes 
best fit specific types of costumes or 
uses. So equipped, he can make 
specific suggestions that not only help 
to quicken the sale but open the door 
to extra-pairage sales, 

The mere fact that the salesman 
delivers what the customer asks for 
is not selling at all. That’s nothing 
more than clerking, servicing, errand- 
running. Selling begins where that 
leaves off. Selling is the act of 
making the customer want to pur- 
chase something she didn’t ask for, 
but to which an attractive presenta- 
tion makes her receptive. 


And there we boil down to the 
nub of it all. If selling is the art of 
arousing buying-desire in the custo- 
mer, then the salesman must have 
and use the elements which create 
that buying-desire. 

In shoe business there are two 
such elements: fashion, and specific: 
purpose uses for footwear. A woman 
buys the extra pair because she’s 
been sold on the fact that it coordi- 
nates with her costume, that it will 
contribute to her attractiveness. And 
she also buys it because the shoe 
serves a definite need, whether it 
be for casual or dress or business 
wear. 

The success of the supermarket 
lies in sales made beyond what the 
shopper originally planned——impulse 
buying or on-sight buying. The for- 
mula is being applied to many other 
types of merchandise. 

If self-service “salesmanship” can 
produce extra sales, just think how 
much more potent live-service can 
produce extra-pairage sales if vigor- 
ous salesmanship is used, 


Reprints of the editorial at nominal coats 
Up to 100, 106¢ each 200-500, Se each 1000 
3000, 2\%e each; 5000 or over, 1% each 
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Shoemen still uncertain on effects of United Shoe ruling. . . . 


Cattle population to hit peak next year if weather holds. . . . 


Army wants better boot sole for desert soldiers. 


a Supreme Court’s upholding of mon- 
opoly decree against United Shoe drawing mixed 
reactions from shoemen. Many feel it will open 
wide competition in shoe machinery field, possibly lead 
to quick improvements. Others point to United's vast 
research resources, say decree may have final effect of 
causing USMC to cut back on research expenditures 


Most shoemen prefer to withhold judgment until 
terms of decree are carried out. Shoe Manufacturers 
Association has hired Harvard Prof. Robert Anthony to 
make basic study of decision as it affects leasing and buying 
of shoe machines. Smaller manufacturers say effect on 
them may be adverse. These feel they can’t afford to 
purchase machines outright—now they will have extra 
expense of labor costs on all repair jobs on machines 


Government attorneys have contended thai decree 
opens the gates of incentive for other machinery 
manufacturers. Also that United will be spurred 
toward bringing out new models for sale. In effect, this 
would put United in competition with itself since newer 
models would compete with many older ones already in 
factories. Government also claims shoemen may, under 
decree, turn elsewhere for servicing or develop their own 
service force. 


a Large U. S. shoe manufacturer re- 
ported in process of opening shoe plant in Canada. 
Site would be at Rockland, Ontario, not far from Ottawa 
U. S. firm as yet unidentified since agreement has not been 
signed, If it is, large-scale manufacturing operations will 
begin shortly in Rockland 


Plans call for immediate employment of 100 per- 
sons, more shortly, Although Rockland has no major 
manufacturing plants, Ontario town is short commuting 
distance from Canada’s capital, can obtain suitable workers 
without worrying about housing problem 


“~~ . . 
Ve: U. S. cattle population expected to 


reach peak of 95-96 million head by Jan. 1955 or 
1956. This is word of National Hide Association, based 
on Department of Agriculture reports. Latest figure at 


4 


Jan. 1 this year was 94.7 million head 
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Slow reduction to begin after peak is reached. 
Thus, a peak of 95.5 million head next Jan. would fall 
less than half million by following year, 114 million head 
by year after that. Another 114 million decline expected 
for 1958. 


Government has one big reservation on its pre- 
dictions: the weather. If drought grows and con- 
tinues, Jan., 1955, will show little increase over last Jan. 
This would upset entire schedule. However, if weather 
holds normally good, cattle increase will probably be 
larger than expected. 


Total calf slaughter—38.7 million head in 1954 
—expected to reach 39.5 million in 1955, top 40 
million in 1956. This doesn’t indicate larger beef 
supply since cow number and annual calf crop are levelling 
off. With calves accounting for much of slaughter in- 
crease, prospect is that average dressed weight of cattle 
slaughtered will decline rapidly. In 1952, it was 519 
pounds. Last year it was 508 pounds. This year, fore- 
cast is 500 pounds with only 490 pounds for 1955 and 
485 in 1956 


“3 

Boot soles to come under sharp seru- 
tiny of Army Quartermaster Corps researchers. 
QM technologists this summer will measure heat uptake 
of various soles tested under extreme mid-summer desert 
conditions. Tests to be conducted during July and Aug 
at Yuma, Arizona, Test Station, where summer tempera- 
tures reach 115 degrees and ground temperatures 160 
degrees 


Just as cold, wet conditions tested resources of 
Army combat equipment in Korea, extreme heat of 
desert sand and rocks penetrating the feet through boot 
soles presents serious footgear problem. So QM will try 
to develop method of evaluating different types of boot 
soles to provide better protection for soldiers’ feet 


Still another problem is difficulty of walking over 
loose sand dune terrain. Skis, snowshoes and sleds have 
been developed for use in snow but foot soldier must 
still expend large amounts of body energy while walking 
on loose sand, still makes slow time. Idea now is to study 
several types of traction aids, including special boot sole, 
to reduce energy needed for walking on desert terrain 
Also, QM will study changes in foot size resulting from 
carrying loads over hot desert terrain. 
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materials, patterns, types. . 


vironments, activities, creating little 


tay Loqeoppe,,.: 


Significant new trends developing in men's footwear, in colors, 


SHOE 
FASHION 
NEWS 


Changes in living patterns, en- 


Lal . wu ' 
revolution” in men's ap- 


parel and go-with footwear. 


Men's shoes for next fall-winter-spring period wil! begin 
to show some revolutionary oftects coming into mer 
apparel industry. Effects will apply chiefly to patterns 
colors and materials. Result of al more ‘daring’ idea: 
being introduced and accepted in apparel for men. 


Black, of course, is sweeping into far more important role 
in men's shoes than seen in many years. Due to dark hue 
for fall-winter season in men's clothes . . . black, dark 
greys, charcoal, the blackened-browns. The go-with shoe 
are dominantly black. But the patterns are lightened . . . 
in weight, fittings, general appearance. 


But distinguish between straight black and ‘blackened 
tones." Priority position of black goes without saying. 
However, browns and greys will contain a dark, black 
ened look. 


Against this "blackened" background (shoes and appare!| 
is something significant to watch: contrast trimmina: 
Mes s accessories (dress and sport shirts, belts, socks 
neckwear, etc.) are emphasizing severa 


jewelry, slacks, 
k: pink leads, but right 


important colors teamed with blac 
behind are red, and a new lavender tone called hel 
All three are being used for contrast effects with black 
in many apparel items. 


Don't brush off pink and lavender (helio) as excellent tie-in 
trim possibilities in men's footwear. Note increasing 
trend toward red linings 
Note mass acceptance of pink, for example, in all mer 
wear. Both pink and red could have potentials as trim 
effects on shoes—topline or other piping effec ts, me 
plugs, tongue, tassel ends, seam lines, etc. Used in subtle 
selective way against black background, might meet with 
surprising approval. 


in better grade men hoes. 


Note emphatic trend toward casual-type materials 
both in casual and dress-business footwear for men. 
Glove-like leathers, shag and buck, llama, crushed grains 
metallic’ fabrics. Especially among younger men. And 
good reason, too. Note rising trend in use of ‘separates 
in young mens business-wear clothes , .. lignt grey slacks 
and dark grey coat, or vice versa; or other such ser 
dress combinations. Go-with shoes are less formal 
pattern, more ‘‘casual’’ in materials. It makes fashi 
sense, so watch for continuing rise in this trend 


Next spring will definitely show increasing use of fabrics 
in men's shoe: masculine’ fabrics. Getting a rea 
consumer tryout now are ‘metallic’ fabrics mostly 
black base fabric shot through with metallic threads of 
maroon or gold or grey. Reception reported excellent 
may well provide incentive for much wider range 
materials and colors next spring 


May 29, 1954 


Other factors influencing materials in men's shoes ar 
Jevelopment for use of knitted nd ¢ 

in mens apparel! and acces 

play in fall-winter cloth ng 

for next spring, with winter 

I etus to the trend. 


This suggests—and could well mean—much stronger de- 
mand for ''soft-surfaced" shoe materials: |: 

shag, brushed, crushed grain, buch 

classifications. Applie 

semi-casual footwe ar 

portant 
younger men. 


degree if 


Patterns, too, are getting a good going-over in men's 
shoes, going off the beaten track m 
years. And inevit ably. Note 

. 


changes in living patterr f 


growth of suburbia (30 mil 
mous influence 

onform to the new env 

in buying patterns such 
items rather than 


dominate. 


Men's shoe pattems thus extending rather than an 


This means that conventior 


tte 
in picture, but that 
tronger role: tassel tie 


tongues, semi-mox ne 


ae in mind the powerful influences behind the trend. 
Era of workad lay followed | y ever é 
slippers is over. New patterr 

activities, such a jourbia 

entertaining, outdoor barbe 

numerous otner evening ar 

new patterr f 

and styles 

ential in mer 

changed 

greater. 


Summed up, the significance to men's footwear is this: 
opportunities for off-the-b n-tr 1ea be biag 

than ever 

But not just rand 

that fit specif 
tern: of male 
of the male. S} 


will have better-than-ever 
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The “15 R&L 


CUSTOM 
Steel Shank 


Here is the shank designed to provide maximum strength and 
rigidity .. . an ideal shank for all types of men’s footwear, from 
the finest high-style men’s dress shoe to the rugged work shoe 
or field boot. 

The #15 R & L Shank provides a single means of attaining two 
important characteristics of a finely constructed shoe — strength 
and fine bottom character. 

This new shank is available in various gauges and in lengths 
from 43%” to 64". Samples can be obtained through United 
branch offices. 


VITA-TEMPERED STEEL SHANKS y 


are tough, hard, uniform. Fit like master models. Clean, ready 
to use. Preserve balanced tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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The Magazine for Executives 


FASHION MEANS BUSINESS 


Fashion — The Most Powerful 
Selling Tool In Shoe Business 


There's Nothing Fickle Or Mysterious About Fashion 
Used Intelligently, It Can Boost Shoe Sales Everywhere 


By KAY SLEATER 
Editor, Shoescope 


Everybody in shoe business deals 
with fashion. No matter what kind 
of store you operate, or what kind 
of shoes you sell, fashion is your 
business. What's more—it's by far 
the most powerful selling tool in your 
business. 

There's nothing fickle or mysterious 
about fashion. All fashions make good 
common sense. There are sound 
reasons behind every fashion trend. 


Fashion consists of any one or a 
combination of the following three 
factors: 

(1) Design. 

(2) Color. 

(3) Material. 

Those are the three fundamentals 
of all fashion. They are tangible, 
down-to-earth things, 

To illustrate how these three 
factors work, let’s take a few ex- 
amples. 


Design: The “bold look” in men’s 
clothing, introduced in 1948, achieved 
wide popularity. This fashion in 
men’s clothing had a quick and 
powerful influence in men’s shoes. 
Soles became thicker, detailing 
heavier, and the rugged look took 
over. A new design in clothing 
brought emphasis on a new design in 


Talk delivered at the Maritime Shoe Fair 
Amherst, Nova Scotia, May 24 
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footwear. Today, this trend is chang- 
ing. Men’s apparel is becoming more 
natural in line and a similar design 
trend is becoming apparent in men’s 


footwear. 


Color: In recent seasons, beige 
became one of the most talked-about 
colors in women’s apparel. Inevi- 
tably, beige and benedictine shoes 
acquired popularity. These colors in 
footwear came into fashion because 
of the prominence of beige in cloth- 
ing. 

Material: In recent years there has 
been much emphasis on fabric blends 
such as silk and wool, orlon and wool, 
or dacron and cotton, ete. The result 
was much-publicized new surface 
textures, new finishes in apparel 
fabrics. So in footwear, the aniline- 
dyed leathers. And more recently 
such leather finishes or surfaces as 
metallics, lustre or pearlized. And 
further on: the new dull, mat finishes, 
the shag bucks, the llamas, ete. 

Thus, when an important change in 
design, color or material takes place 
in apparel, you can expect an equally 
important and corresponding change 
to take place in the design, color o1 
material in footwear. 

It now becomes obvious why every 
shoe man should be alert to changes 
in all of these three factors in apparel 

to recognize such trends in ad- 
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vance. This helps him to do a better 
selection job in his buying and a 
better promotion job in his selling be 
cause his merchandise is perfectly in 
keeping with consumer fashion de 
mands. 

It isn’t enough to select a “style” 
in a line of shoes and presume that 
this pattern is what will sell, Or 
even to select a particular color to be 
featured. Usually the three factors 
of design, color and material are pre. 
set in the consumer’s mind when 
buying a pair of shoes. 

For example, a woman entering a 
store will say, “I want a medium-heel 
pump in navy suede.” In that simple, 
short sentence she 
the Big Three of fashion: Design 
Color (navy) ; 


has enveloped 


(medium-heel pump) ; 
and Material (suede). 


Why is she so specifie? Because 
she has a clear-cut idea of the cos 
tumes with which she'll wear that 
shoe costumes of certain design, 
color and material to which that type 
of shoe is best adapted, That’s what 
we mean when we say fashion makes 
sense—-that there’s sound reasoning 
behind it. 

I’m not speaking of “high fashion” 
restricted to the fancy salons. Rather, 
I mean this to apply to the average 


Main 


Street in the cities and towns across 


shoe store found on every 





the country. The woman asking for 
the medium-heel pump in navy suede 
will ask the question in the family 
shoe store as well as the luxurious 
salon on Fifth Avenue. Fashion is 
universal, at work on Main Street 
everywhere. 

But let’s take some more examples 
of how these factors of Design, Color 
and Material influence footwear 
fashions. 


Take materials again, Certain 
types of fabrics are complimented 
best by certain shoe materials, Thus, 
apparel fabric trends have a definite 
bearing on shoes. For instance, one 
fabric trend for this coming fall in 
women’s apparel emphasizes the 
brushed woolens, soft tweeds, ribbed 
and corded fabrics. This is having 
a decided influence on shoes. It 
means smooth, polished leathers to 
coordinate with these fabrics. Why? 
Because smooth leathers contrast 
smartly with “rough - textured” 
fabrics. One sets off the beauty of 
the other. An example, again, of 
how fashion makes sense. 

Let’s take color and its influence 
on footwear, For example, in men’s 
fall apparel, black and the so-called 
blackened-browns, along with other 
colors having black undertones woven 


throughout the fabric, are slated for 
top popularity. What does it mean 
to men’s shoes? A strong return of 
black in almost every conceivable 
type and pattern of shoe. The trend 
toward black shoes for men, there- 
fore, has sound reasoning behind it 


In children’s apparel the same 
basic process is in operation, For 
instance, in recent years there has 
been a strong trend toward “adult” 
styling in juvenile apparel. Boys’ 
jackets or suits patterned after dad’s 
... little girls’ dresses with trimming 
treatments like mother’s. The “grown- 
up look” in juvenile apparel has taken 
on great popularity. 

And again the inevitable influence 
on footwear for kids. Note, for in- 
stance, the L-wing tips for little boys, 
and the shoes with mesh plugs. Also, 
the “grown-up” party or dress shoes 
for little girls with detailing similar 
to mother’s shoes. 

All right, we’ve discussed the basic 
factors which comprise fashion, and 
how fashion trends in these factors 
affect footwear fashions. But now 
let’s get to the heart of the matter: 


How to use fashion to sell more 
shoes. 


First, because you've bought 


STEPPED-UP EFFICIENCY 
eee and Low 


i/: 


SEE REPRESENTATIVE 


“fashion-right” shoes is no guarantee 
that you're going to sell a lot more 
You've simply 
basically important step in the right 
direction. You've more steps to take. 

Very important: treat fashion as 
news. It’s not enough that a customer 
be told that a shoe is of pretty design 
interesting 


shoes. achieved a 


or attractive color or 
material. There must be a “why” 
given to the customer about these 

why the design, material and 
color of the shoe is in keeping with 
the current fashions in apparel, The 
store must serve as a fashion informa- 
tion center, particularly as regards 
footwear and its relation to fashion. 
This creates greater customer interest 
in the shoes, often leads to extra- 
pairage sales, 

It isn’t necessary to be a “fashion 
expert” to do a fashion information 
job for your customers and sell more 
shoes. The necessary equipment is 
fundamentally a knowledge of (1) 
the important changes or trends in 
wearing apparel; (2) a knowledge 
of what goes with what which 
footwear styles coordinate with which 
apparel styles, 

Now, « “system” can be used 
to accomplish this. There are four 
major classifications of men’s foot 
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wear, four in women’s, and three in 
children’s. Each of these classifica- 
tions consists of basic types made 
today and keyed to basic types of 
apparel. 

For example, there are four basic 
types of women’s apparel, and hence 
there must be four basic types of 
footwear to coordinate properly with 
them. This immediately gives you a 
clearer perspective in your buying 
and in your merchandising of fash- 
ions. 

Take juvenile shoes. The three 
basic classifications are play, school 
and dress. Each of these types is 
distinctly different in appearance, 
purpose and functional values. This 
is an important fashion fact to bring 
home to your customers. It may 
require an educational job, but it 
will definitely lead to additional sales, 

For example, a little girl wouldn’t 
go to a birthday party in sneakers, 
nor would she spend her active play 
hours in dressy patent Mary Janes. 
Thus, from both a fashion and func- 
tional viewpoint children need all 
these categories of footwear. How- 
ever, when you talk about each of 
these categories of footwear coordin- 
ating with a corresponding category 
of clothing . . . for school, dress and 
play ... you’re now talking fashion. 

You also tie in those three big 
basics: Design, Color and Material. 
For instance, many little girls’ party 
dresses have velvet sashes or bows. 
A natural tie-in would be velvet shoes. 
Inquiring about the costume the shoe 
will be worn with gives you a better 
sense of shoe selection and suggestion 
. » » quickens the sale, often helps 
sell extra pairage. 


In men’s shoes the four basic 
categories are: casual; town informal 
or informal business; basic business; 
social dress, 

Casuals represent a broad category 
of footwear for leisure, play, do-it- 
yourself wear, resort and vacation 
wear, etc. Emphasis is on the easy-on 
fit, comfort, the colorful. 

Town informal and informal busi- 
ness describes apparel and footwear 
favored by younger men, but also 
by a growing number of more mature 
men. The suits, coats, jackets of 
tweed or other rough-textured fabrics 
have bolder, well-defined styling. 
Footwear in this category has a pro- 
nounced brogue-iness, the pattern ac- 
centuated by perforations, stitching 
detailing on the masculine side. 

Basic business wear follows the 
more refined and classic styling, more 
conservative in nature. Footwear, 
too, is toned down in pattern and 
color. 
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The fourth men’s category, social 
dress, consists of formal or semi- 
formal wear. Shoes are dark in tone 

black, navy, in calf or patent. 
Types may be oxford or slipons.. . 
with refined detailing. 

Thus, there are the four “lives” 
in the average man’s activities. The 
significance to you is that there are 
four distinct “families” of footwear, 
each with specific and different sales 
story and buying appeal. If sales 
approach from these four angles, 
fitting shoes into each of these cate- 
gories, it can mean extra sales. 


The four women’s footwear 
categories are: casual, tailored, dress- 
maker or afternoon, and after-five 
wear. Each of these coordinates with 
a group of basic costumes for each 
group. 

Apparel in the casual class may 
be shorts, slacks, casual sport shirts 

. . or the simple little house dress, 
or play clothes. Every woman dresses 
casually or informally for some 
portion of her daily hours. With 
these activities and costumes are in- 
cluded such footwear styles as flat 
heel moccasins, low heel wedge types, 
medium or low heel oxfords, play 
sandals and other casual types that 
combine good looks with comfort and 
easiness. 

The tailored or townwear costume 
includes the classic suit or tailored 
dresses worn for business, downtown 
shopping trips, or similar activities. 
Footwear to go with such apparel 
would be of the neat, trim spectator 
types, shoes simple in line and detail. 
ing, not fussy. For example, exten- 
sion sole midheel pumps with built-up 
leather heels; the tailored oxford; the 
classic strap types. 

The dressmaker or afternoon cate- 
gory consists of apparel a little softer 
in detail, more feminine, the “pretty” 
effect. Shoes to coordinate with these 
costumes are likewise “feminine” in 
looks, with trimming or stitching or 
draped detailing, for example, that 
gives the shoe a_ soft, flattering, 
slightly fancy appearance. 

The last category, after-five wear, 
includes apparel more elegant and 
formal in appearance, the dressed-up 
look that emphasizes the touch of 
glamour, dramatic feminity. Here a 
woman needs shoes strikingly femi- 
nine... like a bare sandal , . . shoes 
with a touch of glitter and fancy 
decoration or shoes that are 
dramatic in design or silhouette, that 
contribute to the whole personal 
effect of glamour. 


By classifying apparel and foot- 
wear into these four basic categories 
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you simplify your own shoe selling. 
It permits you to “slant” your selling 
intelligently by suggesting and adapt- 
ing shoes to specific activities and 
corresponding costumes for women. 
You are then not just selling shoes, 
but shoes adapted to specific uses and 
wants. The term “fashion-right” is 
not just a fancy term, but, as you can 
now see, makes sense. It means 
simply having the right shoe for the 
right need and want of your cus- 
tomer. 

It also opens up new avenues for 
additional sales. If a woman pur 
chases a tailored shoe, it’s for specific 
coordination with her tailored cos: 
tumes. But it opens the way to sug: 
gest footwear for the three additional 
fashion categories important to the 
average woman. It’s part of the edu- 
cational-selling job that every store 
should employ. 


Fashion is not a confounding, 
will-o’-the-wisp creature, It is some- 
thing tangible and sound. Most of 
all, it can be put to work and help 
to make your store operation more 
profitable. 

Fashion does not live on a pink 
cloud or in an ivory tower. It’s 
down-to-earth and real. Any shoe 
store, no matter the size or type or 
merchandise carried, can use fashion 
to sell more shoes to sell extra 
pairage where none existed before. 
What doesn’t lead to extra business 
doesn’t make sense. Fashion makes 
a lot of common sense because its end 
result is elways more sales. 


Greenebaum Plant Sold 


Sale of the former northwest side 
tannery of the J. Greenebaum Tan- 
ning Co. in Milwaukee for the sum 
of $500,000 was announced this week. 
The tannery has been idle for more 
than a year. 

The plant was purchased for in- 
vestment purposes by Edward J. 
Kaiser, vice president and general 
manager of the Midland Improve- 
ment Co., Milwaukee building firm, 
which intends to rent space available 
to various industries. 

The former tannery included sev- 
eral single and multiple story build- 
ings and offers more than 360,000 
square feet of floor space over a five- 
acre tract. More than 100,000 square 
feet of space has already been rented, 

Greenebaum’s Milwaukee opera- 
tions were concentrated at its plant 
at 2625 S. Greeley St. Another plant 


is located in Chic ago. 
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Finishing With Leather Dust— 
New Potential For Waste Products 


It Can Now Be Applied To Many Commercial Products 
To Give A Rich Leather-Like Cover At Low Cost 


By Thomas A. Dickinson 


Although leathers are generally 
thought of as materials that must be 
finished, the waste products of many 
leather and shoe manufacturers have 
important potentialities as finishing 
materials. 

The waste products in question are 
dusts produced by buffing and sued- 
ing equipment. If added to conven- 
tional organic coating dispersions, 
they will be of practical value for 
various applications. 


For example, they will: 

(a) Serve as fillers, thus increas- 
ing the volume and reducing the cost 
of the dispersions. 

(b) Act as pigments, which will 


give applied coatings the appearance 
of leather. 

(c) Permit the buildup of coatings 
with exceptional softness, flexibility, 
and other desirable properties. 

More than 50 percent of some coat- 
ing dispersions may, by weight, com- 
prise leather dust—depending on the 
ability of the binding medium in the 
dispersion to wet and adhere leather 
particles to various deposition sur- 
faces. 


Large quantities of solids in a 
coating dispersion naturally have a 
tendency to increase viscosity. But 
this can be offset by adding substan- 
tial quantities of thinners or volatile 


solvents until the mixture has the 
viscosity required for applications 
involving the use of brush, spray, dip, 
and roll coating equipment. Since 
they evaporate after a coating is ap- 
plied, solvents have no effect on the 
properties of a solidified finish. How- 
ever, their excessive use may increase 
the time required for a coating to 
dry. 

Most types of leather dust can be 
readily dispersed in virtually all types 
of solutions, but it is not usually a 
good idea to add them to dispersions 
containing water because their abil- 
ity to retain moisture may lead to 
difficulties. 


The size of dust particles added 
to coatings is generally important 
only where the materials must be ap- 
plied with spray equipment, since 
large particles can easily clog the 
nozzles of most conventional spray 
guns. 

Where it is desirable to obtain a 
finish with the appearance of natural 
leather, the dust should be added to 
transparent or translucent coating 
materials pigmented — or 
opaque coating could 
alter natural leather hues. 


because 
dispersions 


Natural and synthetic rubber-base 
coatings are perhaps the best dis- 


APPLICATIONS OF LEATHER DUST: Left: With coatings 
containing leather dust, leather-like finishes can be pro- 
duced on wood and metal surfaces for less than the cos! 


of covering the same surfaces with natural or artificial 

leather sheets. Right: Dispersion containing fine ieather 

dust particles can even be applied with spray guns, as 
illustrated here. 
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Compact... 
Economical... 
Efficient! 


Simple in design and operation... 
compact... the new Miller Pedestal Twin Tree- 
ing Machine has several new and helpful features. 
The ratchet action provides eight degrees of ex- 
pansion in the stretch-off mechanism for holding 
varying styles of men’s and women’s footwear 
securely and provides a higher degree of stretch- 
off than previously obtained. When released, 
shoes can be slipped off without disturbing care- 


fully smoothed uppers. 


Other advantages that make this highly service- 





able machine pay off are fewer parts, greater ease 
of assembly and practically no maintenance. 
Both tray and work head are adjustable to opera- 
tor’s convenience and the all metal construction 
greatly reduces fire hazards. Write today for 
catalog and complete information about this 


machine with or without fittings as shown. 
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GLASS FABRICS, coated with dispersions containing leather dust, have more 
tensile strength than natural leathers which they closely resemble. 


persion media for leather dust par- 
ticles for several reasons: 

(1) They are capable of binding 
relatively large quantities of the dust. 

(2) They yield waterproof finishes 
with the natural 
leather. 

(3) They can be strongly bonded 
to a great number of materials with 
varying degrees of rigidity or flexi- 
bility. 


appearance of 


One Los Angeles firm is using 
leather-rubber dispersions as coat- 
ings for fabrics, which in turn are 
used like natural leathers in making 
shoes, luggage, etc. The dispersions 
are applied with doctor blades in 
order to minimize the need for vola- 
tile solvents and a_ relatively-long 
drying interval; and, where they are 
applied to glass fabrics, resultant 
products are said to have much better 
tensile strength than top-quality hides 
in the finished condition, 

As a rule, the latter dispersions are 
used in finishing cotton fabrics 
because there is no generalized need 
for the high physical properties that 
are obtained with glass fabrics 
which have the disadvantage of being 
relatively expensive. 

Leather-grain finish effects can be 
embossed on fabrics coated with 
elastomeric dispersions, if necessary, 
with steel rolls or dies heated to 
about 300° F, 
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Where it is desirable to produce 
a leather-like finish on 
metal surfaces, it is usually a good 
idea to apply a primer coating con- 
taining no leather dust in order to 
facilitate the adhesion of dust par- 
ticles in the finish coating. If the 
finish coating should have leather- 
grain effects, the dispersion contain- 


wood and 


ing dust may first be applied to the 
lubricated surfaces of a steel em- 
bossing die. Then, after it has soli- 
dified, it may be stripped from the 
die and applied to the wood or metal 
surfaces while the latters’ primer 
coating remains tacky. 


Mottled finish effects have been 
attained by using leather dusts with 
different colors to pigment clear or 
translucent coating dispersions. 

The economic significance of 
leather dust coating materials remains 
to be determined. However, it should 
be considerable in view of the fact 
that ser*p leathers now command a 
much lower price than do the 
materials commonly used as fillers 
and pigments in commercial coating 
dispersions, 

This does not mean that leathers 
can or will replace the fillers and 
pigments now being used by a 
majority of coating manufacturers. 
Even if there were enough leather to 
serve that purpose, it would be neces- 
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sary to consider the fact that finishes 
containing leather would probably 
not be satisfactory for many appli- 
cations—for example, where maxi- 
mum resistance to outdoor weather 
conditions is specified. 

On the other hand, it does seem 
obvious that dispersions containing 
leather dust can be used in many 
circumstances where other finishing 
materials have been either wholly or 
partly unsatisfactory particularly 
so, in the rapidly-growing coated 
fabric industry. 


SLIDE CONTINUES 





Five-Month Figures 
Show 7.2% Decline 


Shoe production in the first five 
months of this year amounted to ap- 
proximately 209,966,000 pairs, a de- 
cline of some 16 million pairs of 7.2 
percent less than the 226,319,000 
pairs produced in the near-record 
corresponding period of 1953. 

This is the preliminary estimate 
for Jan.-May production made by 
the Tanners’ Council. The Council 
pointed out, however, that figures for 
the first five months of last year were 
exceeded only in the same period of 
1946 when some 231,000,000 pairs 
of shoes were turned out to meet 
post-war demand. 

Comparison of this year with 1952 

a more normal year—finds 1954 
running only 1.1 percent below the 
212,309,000 pairs reported for the 
first five months of 1952, 

The Council estimates May output 
at 39,000,000 pairs, a drop of 6.3 
percent from the 41,850,000 pairs 
reported in May, 1953. May, 1953, 
was the 14th consecutive month to 
show a gain in shoe production. 

April, 1954, output is estimated 
at 42,180,000 pairs (the official Cen- 
sus Bureau figure is 42,100,000 
pairs) or 6.2 percent less than the 
1953 period. April shipments, as 
reported by the Government, totaled 
40,100,000 pairs valued at $145,000,- 
000. Following is a breakdown of 
April production: 

Est. Apr. Apr. 

1954 1953 

7,900 8,979 

1,490 1,474 
20,770 20,765 


Men’s shoes 
Boys’ shoes 
Women’s shoes 
Misses’ & children’s. 4,780 5,436 
Infants’ & babies’ 2,980 3,539 
Other (slippers,etc.) 4,260 4,775 


Total 42,180 44,968 
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SHOWING THE HOW of leather on TV are Hunter L. Barrett (left), and 

George J. Martin, production and sales manager respectively of Barrett & Co., 

Inc., Newark, N. J., calf tanner. Both appeared recently as a feature of ''On 

The Carousel,'’ CBS-TV program for children, demonstrated tannery operations 
and various leathers. 
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Sullivan Says Independents Have 
Jump On Factory-Owned Stores 


Closeness To Scene, Community Good Will 


Cited Among Advantages 


By Sam Sullivan, Chairman 
Independent Shoe Committee 


The Highlights: 

Independent 
compete with factory-owned shoe 
stores on better than even terms. 
But retailers must take full advantage 
of their resources. 

Most important at the 
roots’ level is the retailer's closeness 
to his customers, the good public re- 
lations and community good will he 


shoe retailers can 


"grass 


enjoys. 

The independent can match his 
competition in price and prettiness, 
is real top dog fashionwise. But he 
has to keep his operations flexible. 


Conder 


sation of talk before West Coast Sho« 
Travelers Associates oa A 


I \ngele May 23 


May 29, 1954 


In ''Grass Roots’ 


There have been a lot of interesting 
aspects to the “gobble ’em up” race. 
Last Oct. in Washington, D. C., one 
of the nation’s finest independent re- 
tailers of women’s high grade shoes 
told me that he prayed every night 
for the Big Three to wind up with 
every department in town except his. 
“They're a cinch.” he said, “I can 
run rings around them.” 

A men’s specialist in Fort Worth 
was unperturbed when one of the Big 
Boys with did business 
started building a building to house 
a factory-controlled operation in that 


whom he 


city. 
In San Antonio a couple of friends 
heen fairly chortling 


of mine have 


about their increased business, much 


of which they attribute to the loss of 
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personality some competitive outlets 


have suffered since they became 
absentee-owned. 

These guys are right as rain in 
part of their thinking. An alert, on- 
the-spot independent can beat the 
socks off factory-owned competition, 
unless he deliberately helps the op- 
ponent. In the case of the Fort Worth 
mere hant. however, he was suddenly 
presented with a choice: either “split” 
his lines with the new store, or re- 
linquish them. Now | ask you, why 
should he pay a profit to a factory on 
purchases and then take a chance on 
the same factory using that profit to 
undérsell him at retail a couple of 


blocks down the street? 


Which way is the fashion wind 
blowing? It’s blowing right smack 
into our faces, 


blowing stronger every day. And just 


gentlemen, and it’s 


as a sailing enthusiast must arrange 
sails to adapt the breeze to his bene 
fit, so must we use every device at 
our disposal to make the most of 
fashion. The independent merchant 
who keeps his thinking flexible and 
cultivates an open mind has a decided 
advantage over his more lethargir 
and hide-bound competition 

Of course I'm not suggesting that 
we average retailers should attempt 
to scoop Fifth Avenue or Wilshire 
Boulevard. If we get too far ahead 
of the parade in our own home towns, 
we're just as bad off as if we stop 
for a short beer and don’t march in 
it at all. 
have never once been confronted with 
well-thumbed 


To be perfectly honest, | 


with a 
Harper's Bazaar in her 


a custome! 
V ogue Or 
hand, demanding a shoe “just like 
the one” in the advance showings 
But when Kay Hays or Marion Marsh 
or most of the other fashion 
editors start talking trends, we had 
better be listening. 


shoe 


Few of us can argue with Robert 
M. Drysdale, Jr., President of Vir 
ginia Metal Products, 
that 
tions to a community 


when he says 
any business has three obliga 


First: To operate at a profit. 


Second: To provide a clean, sale, 


and happy place for people to work 


Third 
making the 
happy, safe place in which to live. 


To take an active part in 
community a clean 

Harnessing the winds of fashion 
is one of the ways in which we inde 
of h iV 
ing a profitable operation. In fact, 
the independent should excel in the 


pendents can assure ourselves 


fashion field because he is in a more 
than 


interpret 


strategic position inyone he 


can personally fashir nm as 
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applied to the needs and wants of his 
very own customers, 

hen we approach the community- 
wide aspects of our obligations, how- 
ever, the independent is left with 
practically a clear field. The out-of- 
town owners, almost to a man, bow 
out. Yet someone has to do some- 
thing more than make a profit and 
run clean, modern establishments if 
our towns and our cities are to re- 
main the free and prosperous units 
that must inevitably comprise the ele- 
ments of a free and prosperous 
nation. 

This is another opportunity, if we 
set our sails to catch the breeze. Good 
citizenship by remote control is 
hardly to be expected. By the same 
token, few truly effective public rela- 
tions programs are apt to be admin- 
istered out of St. Louis or New York, 
or even Nashville, Tennessee. We on- 
the-spot fellows ought to be ‘way 
ahead in that department... and we 
should never relinquish our lead! 


Good publie relations is not 
something that is achieved by making 
clever press releases or getting cheese- 
cake pictures in the papers. It is not 
something that can be bought; it has 
to be lived. For, in the final analysis, 
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List Massachusetts 
Shoe Industry Data 


Significant data on the shoe indus- 
try in Massachusetts during 1952 was 
issued this week by the New England 


Average number 
of Production 
and Related 


Boots and 
Shoes, other 
than rubber 


Number of 


E tablishments Workers 





Massachusetts, 

Total 268 
Beverly 5 
Boston 30 
Brockton 21 
Cambridge 6 
Haverhill 35 
Hudson 5 
Lawrence 10 
Lowell 14 
Lynn 35 
Marlboro 8 
Middleboro 5 
Newburyport 5 
Salem 6 
Worcester 12 


39,821 
432 
3,754 





1951 
Massachusetts, 


Total 38,330 
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good public relations is the same 
thing as “good will.” 

Has it ever occurred to you that 
what the Big Three have tripped over 
themselves trying to buy has not been 
shoe stocks, nor locations, nor pro- 
duction facilities, but an intangible 
thing called “good will?” 

I’m no expert on buying good-will, 
but I don’t know any better way of 
building good-will in a community 
than sincerely trying to “plough 
back” part of what you take out. 
John Kiernan tells about one of his 
old professors who used to say the 
only way to make good coffee was to 
“put some in.” That was his advice 
on life; he’d thump his desk and 
shout, “Put some in! Whatever you 
attempt, go at it with spirit. Put 
some in!” 

Let’s go along with the Prof. As 
far as competition is concerned, we 
independents can “put in” plenty. 
Price and prettiness can be matched. 
Fashionwise, in spite of our howling, 
we are the real Top Dogs. And in 
the truly important fields . . . good 
public relations and good will and 
all that sort of thing... well, “which 
way does the wind blow?” Right 
down our alley, friends, and did you 
ever smell a sweeter scent? 


Shoe and Leather Association. Mas- 
sachusetts is the largest shoe produc- 
ing state in the U. S. 

Based on information compiled by 
the Massachusetts Department of 
Labor and Industries, NESLA’s table 
shows the number of manufacturers 
in each city, number of production 
and related workers employed, total 
amount of wages paid during the 
year and value of products. 


Total Amount 

of Wages Paid 

During the year 
(Gross) 


Value of 
Products 
(F.O.B. plant) 





$348,858,618 
3,134,759 
38,012,269 
33,406,786 
8,964,711 
38,147,459 
3,191,034 
11,905,869 
14,902,317 
23,582,779 
18,688,796 
11,385,119 
8,493,477 
3,374,324 
20,157,322 


$98,471,544 
984,027 
10,417,354 
9,345,598 
2,517,765 
11,508,102 
835,939 
3,485,771 
4,446,987 
7,508,919 
5,017,492 
2,825,957 
3,005,347 
1,045,124 
5,183,176 





$88,207,171 $358,938,380 
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Leather Chemists Set 
Research Symposium 


An industry research symposium 
and discussion of tanning and leather 
manufacture problems will feature 
the final two days of the Annual 
Meeting of the American Leather 
Chemists Association. The meeting 
will be held June 6-9 at Bedford 
Springs Hotel, Bedford, Pa. 

First speaker on Tuesday morning, 
June 8 session will be Irving R. Glass, 
executive vice president of the Tan- 
ners’ Council. Other speakers include 
Benjamin B. Fogler of Arthur D. 
Little, Inc., Cambridge, Mass. (mar- 
ket research): Dr. J. H. Wakelin, 
director of research at the Textile 
Research Institute, Princeton, N. J. 
(advances in fibre research); and 
Prof. Dewitt Dearborn, Graduate 
School of Industrial Administration, 
Carnegie Institute of Technology 
(spending for research). 

The annual golf tournament will 
be held on Tuesday afternoon. 

The entire Wednesday sessions will 
be devoted to a discussion period on 
problems of tanning and leather 
manufacture. The session will be 
sponsored by the Delaware Valley, 
New England and Wisconsin Tanners’ 
production Clubs. 

Dr. Edward Flinn, president-elect 
of ALCA, will preside at the Tuesday 
meetings while Wendell Morris will 
head the Wednesday session. 


Lunder Sold 


Lunder Shoe Corp. in Dover, N. H., 
has been purchased by an unidenti- 
fied Massachusetts shoe manufacturer, 
according to officials of Local 196, 
CIO United Shoe Workers of Amer- 
ica. 

The plant, located on Park St. in 
Dover, closed down several weeks 
ago. Approximately 260 shoe work- 
ers were laid off. Former owner, 
Michael Lunder, died suddenly sev- 
eral months ago while vacationing in 
Miami Beach. 

Union officers said the new owner 
apparently does not plan to manu- 
facture shoes at Dover but will prob- 
ably move material and equipment 
to another location. Plans for dis- 
posal of the Dover plant will be an- 
nounced shortly, 
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RETAILERS’ WORKSHOP 





Shoe Fair Committee 
Retains Amos Parrish 


One of the many highlights at the 
National Shoe Fair in Chicago next 
fall will be a Shoe Retailers’ Work- 
shop to be presented at a special 
breakfast session Tuesday, Oct. 26 at 
the Palmer House. 

The National Shoe Fair Committee 
has retained Amos Parrish and Co., 
nationally known retail consultant, to 
conduct the workshop. 

The breakfast session will be con- 
centrated on store operation; mer- 
chandising and buying recommenda- 
tions; the planning and timing of 
promotions; and retail store adver- 
tising. The meeting will be based on 
studies taken directly from the shoe 
industry. A digest of the finding will 
be prepared so that each retailer at- 
tending the breakfast may take the 
ideas developed home with him. At 
the same time, the Workshop pro- 
gram will include a review and fore- 
cast of general economic conditions 
as they affect the shoe industry. 


NO MAGIC FORMULA 





But Shoe Retailer 
Must Build Profits 


Despite bigger mark-ups today, the 
average shoe retailer has a struggle 
in making a decent profit, according 
to Louis H. Wynkie, vice president 
of the Canadian Shoe Retailers As- 
sociation. Wynkie was a_ guest 
speaker at the Maritime Shoe Fair 
held May 23-25 at Amherst, Nova 
Scotia. 

“To stay in you must 
constantly build up your capital ac- 
count. The only way to do this and 
keep control in your own hands is 
to leave some of your earnings in the 
business every year because as your 


business, 


business grows your capital account 
must grow in proportion.” 

Wynkie emphasized that there is 
no magic formula to making a profit 
in selling shoes. “Shoe retailing is 
not an exact Everyone is 
telling us if we had proper stock 
business 


science. 
controls and records, our 
would be SO easy to operate. That’s 
fine. We do have stock records and 
budgets but no matter how you plan 
them, they don’t always come out 
as you planned. 
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“You buy for a full season and 
you get the wrong weather so you 
are overstocked, You leave some 
buying allowance open and a big 
rush comes. Result is you can’t fill 
in stock before the season is over and 
you miss sales. You cannot get away 
from assuming reasonable risks. That 
is a natural part of a healthy busi- 

” 
ness. 

Wynkie said that successful execu- 
tives are those who get out into their 
own business rather than sit in their 
offices with their feet on the desk. 
“Most of us who operate shoe stores 
are in charge of buying, selling ad- 
vertising, stock work, bookkeeping, 


finance and maintenance—that is 
highbrow for sweeping the floor and 
washing the windows.” 

Wynkie stressed the role of adver- 
tising in selling shoes, pointed out 
that it is the money spent at the re- 
tail level that sells the most shoes. 
“It's the steady rain that soaks. If 
you feel you cannot afford to adver- 
tise, start in right off anyway and 
charge a bit more for your shoes. 
\ few cents a pair will build up a 
nice littke sum to spend for advertis- 
ing. You will increase your business 
and have a bit more left for yourself. 
I am not a thin-profit dealer.” 
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BRAND 


A complete line of 
loops, dees, rings, 
ornaments, buckles, 
clasps, and trimmings 
of all kinds by 
America’s largest 
manufacturer of small 
metal parts. 

For information, 
catalog, samples, 


write to: 


NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 


Mew York © Boston + Philadelphia © Atlanta © Butialo © Detroit * Chicage » St. Lowis © Oallas + Los Angeles + San francisce 
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ADRIAN X-RAY SHOE INSPECTOR with new hood automatically operated 


by air cylinder. Two control switches enable operator to open and close hood 


at a touch. Shoes are set on platform of machine and 


ood is lowered to 


give fluorescent picture of shoe interior. Picture is erased when hood is raised. 


Spotting Shoe Defects 


M. B. Adrian & Sons X-Ray Co., 
Milwaukee manufacturer of X-Ray 
equipment, has announced that its 
Adrian X-Ray Shoe Inspector is now 
available with air cylinder which 
automatically operates the machine’s 
hood at the touch of two simple con- 
trol switches. 

Addition of the automatic hood 
control completely eliminates manual 
operation of the hood. 

The X-Ray Shoe Inspector offers 
an easy method for inspecting boots 
and shoes for flaws such as missed 
and protruding tacks, missing or mis- 
placed shanks, missing nails, wash- 
ers, improperly clinched heel nails, 
insufficient or improperly located 
lasting staples, missing shank nails 
and incomplete bottom fillers. Four 
men’s oxfords or women’s shoes may 
be examined at the same time, three 
pairs of small size children’s shoes or 
four-six pairs of infants’ shoes. 

The machine is totally protected, 
has no limitation on method or length 


of operation since radiation is con- 
fined within the machine cabinet. It 
requires only 26” x 30” of floor 
space, has an over-all height of 54”. 
Minimum service life is 10 years. No 
servicing is required since operating 
parts are replaceable as units. 


STRONG UPBEAT 





Jarman Feels 1954 
May Better Forecasts 


A surprise package in the form of 
stronger - than - expected production 
and sales pace may well be awaiting 
the shoe industry this year, accord- 
ing to Maxey Jarman, chairman of 
General Shoe Corp. 

In a report to the Shoe Fair Com- 
mittee this week, Jarman cited sev- 
eral “signs” pointing to the possibil- 
ity of a “very forceful upbeat” in 
shoe business, especially beginning 
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in the last quarter of this year and 
continuing into 1955. 

Jarman said that the “mounting 
stimulation in shoe business” indi- 
cates that the next National Shoe 
Fair, to be held October 25-29 in 
Chicago, “seems certain of being the 
most active shoe show in recent 
years.” 

The General Shoe chairman 
brought out some interesting facts in 
this direction. “Our production last 
year was only 501 million pairs. 
With a 1953 population of 161 mil- 
lion consuming shoes at the normal 
rate of 3.2 pairs per capita, we 
should have had a production of 
around 515 million pairs. We didn’t 
reach this point, however, because 
the 1952 output pace was a little 
ahead of the normal consumption 
rate. Retail inventories took on a 
little added weight, and 1953 pro- 
duction was forced to slow up a bit.” 


But the real key is 1954, says 
Jarman. “With an expected popula- 
tion of 164 million this year, and 
consuming shoes at the normal 3.2 
pairs per capita rate, it suggests an 
output close to 525 million pairs, 

“This is not to say that we shall 
reach that figure this year. But be- 
ginning in the last quarter of 1954, 
there could well be an upsurge in 
production and sales that could well 
be sustained for many months ahead 
into 1955, giving us a production 
rate of 525 million pairs on an an- 
nual basis, beginning with the last 
quarter of 1954.” 

Jarman then referred to the period 
from July 1952 to July 1953, when 
the production rate was at approxi- 
mately 530 million pairs. “A similar 
pattern could follow, starting with 
the last quarter of 1954. Some retail 
inventories are beginning to scrape 
bottom. In most other instances 
there is need for stock. This, coupled 
with greater confidence stemming 
from a general over-all rise in the 
economy, could bring a wholesome 
shoe-buying wave to market next 
October. 

® 


Huvos Key Speaker 


Emery Huvos, vice president of 
Irving Tanning Co., Boston, will be 
first speaker at the Fall Meeting of 
the National Hide Association. The 
meeting will be held Oct. 27 at the 
Edgewater Beach Hotel in Chicago. 

The NHA Board of Directors will 
meet at the hotel on Oct. 26. Busi- 
ness sessions the next day are sched- 
uled for the North Terrace of the 
Edgewater Beach. 
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FATHER TO SON 





Terhune, Sr., Retires 


As Recorder Publisher 


Back in 1900, a young Harvard 
graduate joined the staff of the Boot 
and Shoe Recorder, semi-monthly 
shoe trade magazine published by 
Chilton Co., Inc. He sold subscrip- 
tions, became a successful advertis- 
ing salesman, eventually became pub- 
lisher. This week, Everit B. Terhune, 
Sr., one of the shoe industry’s most 
respected names, announced his 
retirement as vice president of Chil- 
ton Co. and publisher of — the 
Recorder. 

His successor as publisher is his 
son, Everit B. Terhune, Jr., recently 
elected a director of Chilton. 

When Everit, Sr., joined the 
Recorder, it had been founded only 
18 years earlier by his father, the 
late William L. Terhune. In the inter- 
vening years, particularly after he 
succeeded his father in the manage- 
ment, Terhune, Sr. has become widely 
known throughout all segments of 
the shoe industry, has for years been 
active in various trade associations. 

The industry recognized his efforts 
with numerous honors culminating 
in the conferring on him in 1951 of 
the P. Kenyon Holly award for dis- 
tinguished service by the 210 Asso- 
ciates, 


ELABORATE PLANS 





Leather{Glove Group 
To Convene June 16-19 


Completed plans for the 37th an- 
nual convention of the National Asso- 
ciation of Leather Glove Manufac- 
turers in Fulton County were an- 
nounced this week by James H. 
Casey, executive secretary of the 
Association. The meeting will be 
held June 16-19. 

Official opening is set for Wednes- 
day, June 16, at 2:00 p.m., when 
Association officers will hold an exec. 
utive meeting. The annual directors 
meeting will take place at 3:00 p.m., 
June 17, at the Hotel Johnstown. 

Feature of the meeting will be a 
get-together of editors and fashion 
writers from New York. An enter- 
tainment program on Wednesday 
night will be followed the next day 
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Everit B. Terhune, Sr. 


Following the close of World 
War I, Terhune organized a group 
of manufacturers and tanners who 
went to Europe to study post-war 
economic conditions. He served with 
the committee of the League of Na- 
tions responsible for Customs matters, 
also as a member of the Foreign 
Trade Committee appointed by 
Herbert Hoover when he was Secre- 
tary of Commerce. 

The new publisher of the Recorder 
(his father remains as Editor Emeri- 
tus) joined the company in 1929 
after his graduation from Williams 
College. Since then he has been 
busily occupied with the magazine's 
circulation, advertising and executive 
functions. 


by a tour of glove and leather fac- 
tories in the area. 

Principal business meeting of the 
convention will be held Friday after- 
noon at the Pine Brook Country Club 
following a luncheon there. On Sat- 
urday, the final day, a membership 
meeting will be held during the 
morning at Adirondack Inn, Sacanda 
Park. Luncheon, a golf tournament 
and a gala dinner will wind up the 
convention. 


Milwaukee Outing 
The Leather and Allied Trades As- 


sociates of Milwaukee and Chicago 
will hold its annual golf and horse- 
shoe outing Tuesday, June 22 at the 
Ozaukee Country Club, Thiensville, 
Wis. 

In addition to the golf tournament 
which starts at 9:00 a.m., a horse- 
shoe pitching tournament will start 
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at 1:00 p.m. The famed LAATA 
Sweepstakes, featuring eight horses, 
(teeing off between 12:45 and 1:30 
p.m.) will be another feature attrac- 
tion, 

Luncheon and dinner will be 
served at the Clubhouse where prizes 
will be awarded winners of the vari- 
ous events. Outing tickets may be 
obtained from John Owan, 3408 
North 46th St., Milwaukee. Don El- 
liott is in charge of the golf tourna 
ment and Al Cords is directing the 
horseshoe tournament. 


Maine Shoemen Unite 


Superintendents and foremen in 
Maine shoe centers have banded to- 
gether as the Associated Shoe Execu- 
tives of Maine for the purpose of 
advancing technical knowledge of the 
Maine shoe industry. 

The new group elected Ray Watts 
acting president at its first organiza- 
tional meeting held last week at the 
Commonwealth Shoe and Leather Co. 
plant in Gardiner, Me. Named tem- 
porary recording secretary was Rob- 
ert Newdick of Free-Moc Shoe Co. 

Executives from Bangor, Pittsfield, 
Auburn, Gardiner, Wilton and Free 
port were present at the initial meet- 
ing. Next meeting will be held June 
24 at the Commonwealth factory. 





Jingles In Jest 





Ed. Note: Apparently they have the same 
trouble in Germany, for Herr Bruno Kath 
of Frankfurt a.M was moved to compose 
the following after reading Ah! Sweet 
Mystery (L&8 Meh 27) Could you do |} 
half as well in German? 


How Its Done -: 

There was a shoeman hale and bold | 
Whom nothing did dismay. 
He lasted, nailed, and heeled and 

soled 
One thousand pairs a day. 
Alas! They did not prove a bliss, 
His calculations were amiss, 
And when at last he sold his ware 
He'd lost a dime on ev'ry pair. 


But the shoeman was a clever lad 
And tho’ he had not won, 
He had a bright idea that 


| Induced him to stay on. 


So on he stayed from morn till 
shade 

Until three thousand pairs he made, | 

He used to say—that was his tick 

“It’s volume, Sir, that does the 


trick.” 








CLOSE TO HUB 





Army Urged To Relocate 


Footwear Branch In Boston 


News that the Army will move its 
Quartermaster Footwear Procure- 
ment Branch to Philadelphia brought 
strong protests this week from New 
England industry and state officials. 

The Quartermaster General re- 
cently announced that the New York 
Footwear Purchasing Agency will be 
moved to Philadelphia as soon as 
physical arrangements can be com- 
pleted. The move was said to be in 
accordance with Department of De- 
fense policy to relinquish leased 
space whenever possible and use 
more Government-owned space. 
Quartermaster officials said it would 
result in an estimated savings of over 
$700,000 annually (see L&S, issue of 
May 8). 


First reaction came from Massa- 
chusetts Governor Christian A, Her- 
ter, who in a letter to Maj. Gen. 
Kester L. Hastings of the Quarter- 
master Corps in Washington asked 
that the branch be located in Bos- 
ton instead of Philadelphia. 

Herter said it was his understand- 
ing “that in 1945 representations 
made by New England shoe interests 
against movement of the branch to 
New York ceased upon assurances 
from Gen. Larkin, the then Quarter- 
master General, that if the New York 
Purchasing Agency was not con- 
tinued in operation, the shoe pro- 


curement branch would return to 


Boston.” 


He also said, “I need not stress 
to you that Boston as the center of 
the shoe industry in the country 
would seem to remain the logical 
place in which to locate the branch. 
...» | would suggest further that it 
would seem in the best interests of 
the Army that the branch be located 
in close proximity to the Research 
and Development Division at Natick, 
Mass. o* 

At the same time, the New Eng- 
land Shoe and Leather Association 
recommended that the footwear pro- 
curement agency be returned to Bos- 
ton where it had been located from 
World War I days until 1945. 

Major reasons advanced by the 
Association for its recommendation 
included: 

1. Boston is still the leading shoe 
center, and Massachusetts the 
largest shoe producing state, in 
the country. All major shoe con- 
tractors and suppliers are located 
in or do business in this shoe 
center. 

This explains why Quartermas- 

ter Footwear Procurement Branch 

was always located in Boston 
until 1945, That year, the Asso- 
ciation withdrew its protests to 
plans for unification of all cloth- 
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ing procurement by all three 
Services in New York as being in 
the national defense interests be- 
cause of economies promised and 
on assurances from the then 
(Juartermaster General that this 
Branch would be returned to Bos- 
ton if the New York installation 
was ever given up. 


There will be less economy to 
government operations in locat- 
ing the shoe branch in Philadel- 
phia instead of Boston. There are 
no shoe suppliers to the military 
located in the former city so that 
shoe contractors and suppliers 
from East or West would have to 
travel unnecessarily to this city 
to transact government business. 


Maximum economy will result 
from relocation of this Branch in 
Boston, as government-owned 
buildings are available. Also, the 
new Quartermaster Research and 
Development Laboratories are lo- 
cated in Natick, which is adja- 
cent to Boston, and which pre- 
pares the specifications and con- 
trols inspection of all Army Mili- 
tary footwear. Thus substantial 
economy and increased efficiency 
of operations between these two 
(Juartermaster branches will re- 
sult, as well as for the shoe men 
who must deal with military per- 
sonnel, 


Prizes Feature Golf 


Two Memorial Cups will again be 
distributed at the forthcoming Boston 
Boot and Shoe Club Golf Tourna- 
ment to be held Tuesday, June 8 at 
the Wollaston Golf Club in Wollaston, 
Mass. 

Francis L. Shea, Club vice presi- 
dent and chairman of the golf com- 
mittee reports the Club will present 
its own Frank C. Donovan Trophy to 
the winner of the low net prize. In 
addition, the Francis C. Donovan 
Memorial Bowl, presented to the 
Club by the Boot and Shoe Recorder 
in honor of the late Francis C. Dono- 
van, Boston leather merchant, will be 
awarded low gross winner. The 
golfer who scores low gross in three 
Club tournaments will receive perma- 
nent possession of the trophy. 

Leather prizes will be awarded 
winner in each of the shoe, leather 
and allied trades division of play 
while non-golfers will be given door 
prizes. The Club’s famed buffet 
lunch will be served as usual, 
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Wood Heel Brochure 


The National Association of Wood 
Heel Manufacturers has announced 
publication of a new two-color illus- 
trated brochure entitled “The Story 
of Wood Heels.” 

“Designed to tell our customers in 
the women’s shoe manufacturing in- 
dustry something about the history 
and development of wood heels and 
to point out their adaptability and 
versatility, this booklet purposely 
avoids any discussion of manufac- 
turing details,” according to Lucius 
F. Foster, executive director of the 
Association. 

“Rather than bore our customers 
with technicalities, we have tried to 
make ‘The Story of Wood Heels’ in- 
teresting. We hope that the brochure 
will appeal to others in the great 
shoe industry and to the public as 
a whole.” 

Single copies are being mailed di- 
rectly to almost 700 manufacturers 
of women’s shoes and slippers to- 
gether with a friendly note suggest- 
ing that if additional copies are 
wanted for the plant personnel, they 
may be obtained from the firm’s own 
wood heel supplier or from the Na- 
tional Association. 


e 
CIO Tops Leather Union 


The National Labor Relations 
Board was spared what might have 
proved a ticklish situation when the 
CIO on May 21 bested International 
Fur and Leather Workers Union in 
balloting for bargaining agent at the 
Ashland, Ky., plant of A. C. Law- 
rence Leather Co, 

Worker vote was 68 in favor of 
the CIO, 31 for IFLWU, one void, 
two challenged and one for no union. 

Had the leather union been victori- 
ous, NLRB would have been forced 
to rule upon its eligibility for Labor 
Board services. The Board has or- 
dered the union to show cause why 
it should not be declared out of com- 
pliance with NLRB because its presi- 
dent, Ben Gold, was recently found 
guilty of signing a false non-Com- 
munist affidavit. 

A union majority re-elected Gold 
president shortly after he was sen- 
tenced to a three-year jail sentence. 
Sentence is curently being appealed 
by Gold’s attorneys. 

The voting at the Lawrence plant 
resulted when members of the IFLWU 
union there split after a disagreement 
over the re-election of Gold. One 
segment became affiliated with the 


CIO. 
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Invitations 
Safety Shoes. The New York Navy 
Purchasing Office has issued Inv. No. 
2133 calling for Shoes, Safety-blucher 
style, black leather uppers, with un- 
lined quarters and lined vamps, 
corded, oil-resistant synthetic rubber 
compound leather 
leather heel base and top lifts. 6° 
straight tip pattern with steel safety 
toe box. Goodyear welt. 

June 7. 


Service Shoes. The New York 
Navy Purchasing Office has issued 
Inv. No. 2152 calling for 60,000 pr. 
Shoes, Service, Black, High, General 
purpose, fob contractor’s plant. Specs. 
MIL-S-17156a. Opening June &. 


Navy Oxfords. The New York 
Navy Purchasing Office has issued 
Inv. No. 2168 calling for 212,508 pr. 
Shoes, Dress, Black, Low. fob con- 
tractor’s plant. Spees. MIL-S-13192 
QMC. Opening June 8. 


Combat Boots. The New York 
Purchasing Agency has issued Invi- 
tation No. 516 calling for bids on 
97,363 pairs of russet combat serv- 
ice boots, mildew resistant (regular 
and supplemental tariff sizes). Deliv- 
ery by Oct. 31 for the Army. Open- 
ing 3:00 p.m., June 11. 


Combat Boots. The New York 
Purchasing Agency has issued In- 
vitation No. Neg-60 covering 33,000 
russet combat service boots, mildew 
resistant (regular and supplemental 
tariff sizes). Delivery to Army by 
Oct. 31. Bids close June 14. 


soles, insoles, 


Opening 


i 


Bids 


Service Shoes. Endicott-Johnson 
Shoe Co., Endicott, N. Y., was low 
bidder under Inv. No. 481 opened at 
the New York Quartermaster, 111 
East 16th St., N. Y. 3, N. Y. The 
firm quoted a unit price of $4.64 per 
pr. for the entire quantity of 224,293 
prs. less a discount of L/10°%, LO 
days. Other low bidders follow 

J. F. McElwain, Nashua, N. H.. 
terms net, 224,292 prs. at $4.88; 
John Addison Footwear, Marlboro. 
Mass., terms net, 30,000 prs. at 
$4.79; General Shoe Corp., Nashville, 
Tenn., terms net, 60,000 prs. at $4.98, 


Awards 


Boxing Equipment. Benlee 
Sporting Goods Mfg. Co., Ine., of 
New York City has been awarded 
contract by the Chicago Quartermas 
ter Depot under Invitation 54-201B 
for various boxing equipment. Quan 
tities and items as follows: 1,000 
boxers’ bags, 201 boxers’ striking 
1,044 fighting gloves, 2,001] 
striking gloves, and 2,200 skipping 
ropes, Dollar value of the awards is 
$26,329.44. 


hags, 


Men’s Dress Shoes. J. F. Me- 
Elwain Co. of Nashua, N. H.. has 
been awarded contract by the New 
York Quartermaster Purchasing 
Agency under Invitation M-30-280- 
54-420 for 53.061 pairs of 
dress oxfords, black leather. Price is 
$4.485 per pair with total dollar value 
at $237,978.58. Procurement is for 
the Air Force. 


mens 


Better than you ever thought they could be made. 
Try them and be Convinced! 


Knox Marker 

Dies in the Southern, Midwest 

and Western Territories. 

And as always the finest 
Clicker, Mallet 


Walker, 

Handle, Freeman Model N 
and all other types of 
Cut-Out, Perforation and 
Marker Dies. 
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INDEPENDENT DIE AND SUPPLY CO. 


LaSalle near Jeflerson, St. Louis 4, Mo, Phone: Grand 2143 


Associate 
Mapleside Place, Red Lion, Pa 
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Leathers 


COSALINE 


..+ Aniline finished, 
combination tanned, 

slightly corrected 
kips and extremes. 
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Much Leather Owed 
But New Orders Slow 


Softer Hide Market Heartens Shoe Manufacturers 
Tanners Fight To Get Recent Price Advances 


Sole Leather Tanners jousted 
this week with buyers heartened by 
softening hide market. 

Best light bends not over plentiful 
and 68-70c was fairly easy to get. 
Up to 60c still asked for 8-9 iron 
bends with 58-59c paid for much now 
owed, Little new interest in 9-10 
iron bends at 53c but plenty owed 
at that price with more owed at a 
cent or two down, Efforts to get 50c 
for 10 iron and up leather not too 
successful, Usual trading price now 


about 47-48c. 


Sole Leather Offal fairly active. 
Bellies move as produced and shoul- 
ders no burden to tanners. Consider- 
able new interest noted in heads and 
shanks. 

Even with lower hide market, 
bellies bring an easy 27-29c, with 
some carefully trimmed leather bring- 
ing up to 30c. Single shoulders have 
done fairly well at 37-38c, got little 
when 40c was asked; now get a fair 
call at 37-39c. Double roughs not 
too active and not too many owed. 
On the other hand, inventories not a 
burden, Good tannages bring up to 


about a 44-46c level for TR leather, 
several cents more for best clear 
selected lights. Heads bring about 
17c and find trade satisfactory. Up 
to about 23c asked for best hind 
shanks, up to about 20c for shanks. 


Calf prices unchanged as raw 
skins bob up and down. New orders 
not plentiful and tanners not particu- 
larly worried. Sales of first two weeks 
in May take care of production till 
about middle of July, in some in- 
stances up to August 1. 

Top grade heavy weight men’s 
leather brings up to about $1.05 
for best tannages. From there down 
can be found prices and grades to 
suit every need. Leather below 75c 
finds going slow. 

Women’s leather getting needed 
coloring instructions and large vol- 
ume owed starts moving into shoe 
factories. Up to about $1.00 asked 
for very best small skin leather. Up 
to about 95c asked for best regular 
skins. Anilines and metalics bring 
a premium as expected. Heavy suede 
in steady demand. Light suede not 
yet widely wanted. 


In All Colors 
FOR 


WELDERS' EQUIPMENT 
SHOE GUSSETS ae KIND OF LEATHER —— = 


WORK GLOVES pe bdhy 


CALF (Men’s HM) 67-1,.06 67-1.02 85-1.15 
SLIPPERS CALF (Women’s) 59-1.00 57-97 75-99 80-1.03 


CALF SUEDE 75-1.15 60-1.00 75-1.10 $5-1.10 
KID (Black Glazed) 55-90 55-90 75-90 75-90 
KID SUEDE ; 45-90 48-90 80-96 80-96 
PATENT (Extreme) 50-60 50-56 54-59 60-64 
SHEEP (Russet Linings) 15-23 15-23 18-32 18-32 
KIPS (Combination) sie 48-52 47-51 58-62 64-68 
EXTREMES (Combination) 45-49 45-49 52-56 56-59 
WORK ELK (Corrected) 34-38 30-34 38-42 38-45 
SOLE (Light Bends) 64-68 64-68 68-72 68-72 
BELLIES 27-29 27-29 27-29 26-29 
SHOULDERS (Dble, Rgh.) 44-48 44-48 52-56 51-56 
SPLITS (Lt. Suede) 32-38 30-35 33-39 35-39 
SPLITS (Finished Linings) 17-21 17-20 18-22 24-26 
SPLITS (Gussets) 14-16 14-16 13-15 18-20 
WELTING (% x %) 7- 7% 7- 7% s 8 
LIGHT NATIVE COWS 15-15% 154 20 20% 

All prices quoted are the range on best selection of standard tannages using quality 
rawetock, 





Prices and Trends of Leather 


YEAR 1953 
AGO HIGH 


95-1.20 











BLACKAWK 
TANRIERS, 


2171 S. FIRST ST. 
MILWAUKEE 7, WISCONSIN 
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Sheep Tanners happier as new 
orders show substantial gains. Big 
interest in shoe lining russets but 
colored vegetable and chrome linings 
beginning to get much better call. 
Apparently several big buyers be- 
lieve this is the time to cover, as quite 
a few 100,000 foot orders reported 
this week. 

Best boot lining russets _ still 
quoted at 25c and down. Shoe lining 


not big, producers still fairly busy 
working on old contracts and com- 
pleting deliveries. LM weight work 
glove splits remained around I4e for 
No. 1 grade, 13c for No. 2 grade and 
12c for No. 3 grade. M weight still 
listed at 15e for No. 1 grade, 4c for 
No. 2 grade and 13c for No. 3 grade. 


Garment lacks pep. A few more 


inquiries reported but business 
seemed to lack any volume of sig- 


nificance. 


down for suede and while grain finish 
has been listed at 34-36c¢ and down, 
some business done around 33c, 
Horsehide garment listed at 36-38¢ 
and down for better quality tannages 
but some business at average prices 
of 33-34c. Cowhide garment leather 


> ') 


remains around 31-32e for good 


lannayes, 


Kid leather better. Philadelphia 
tanners say the outlook is_ slightly 


russets bring up to 23c and much 
more of 18-23c grades moved. As 
usual, the big play was in the 15-18c 
grades. Colored vegetable linings 
moved at 26c and down with little 
quibbling. Up to about 30c paid for 
best chrome linings, though 28c¢ and 
down the big market price. 


Sheepskin garment leather remains more satisfactory than it has been 


quotably unchanged at 31-33c and Salesmen on the road are sending in 








DISTINCTIVE CALF FOR 


Tomorrow's Shoe Fashions 


ARR 
ALF 


Side Leather Tanners moved a Creators of shoe fashions for tomorrow, 


little leather this week, refused large 
orders offered at prices of last month. 


depend on Carr calf leathers (smooth, 
suedes and reverse grains) for that dis 


; : : air : tinctive character, which only a specialist 
Kips the firmest item in side field. —— . = per 


Combination leather brings up to 53c 
for heavy stock. Extremes quoted : 


at 50c and down, usually sell at 

about 48c and down. Large leather CARR LEATHER CO. 
brings about 41-42c and down. PEABODY. MASS.,U.S 
Above prices for heavy leather. Calf Leathen 5; ale 
Lights at less, according to worth. 


can obtain in a proven, process-controlled, 
fashion-right leather. 

Sueded Carr leathers are crock controlled, 
uniformly napped, color fast, and water 
repellent. 

CARR LEATHER CO. fo Ey St 














Heavy chrome kips bring up to 
about 50c and down. Lighter kips 
several cents less. Heavy extremes 
ask about 46c and down, bring about 
45e and down. Heavy large asks 42c 
and down, gets up to about 40c. 


Light large roams all through the . me 
30's. "Katz Chrome 


The ideal leather for shoe glove 


“SUPERIOR LEATHERS” 


Chrome Retan Sole Leather 
In bends bellies 


and long wearing properties 


shoulders outstanding in its waterproofing 


and garment purposes 


Chrome Retan Upper Leather 


A quality shoe leather 


Split Leather sales better. 
Prices generally steady, in suede 


easily worked 
even stronger. 


water resisting 


N tIlno cow and horse sides 

Uf 
a] ny. SUPERIOR TANNING CO. 
ry 1254 West Division Street, Chicago 


AGENTS 


Finished lining splits sell all the 
way from 15-23c with much more 
business being done in the 18-20-22c 
range than for some time. Suede 
linings quoted at 26c and down, often 
get up to that figure for the best. 
Non-slips bring up to 23c, get biggest 
call in the 16-20e field. 

Light weight outside suedes perk- 
ing up. Tanners still vary widely in 
quotations with around 40c asked for 
the best. Heavy suede goes its steady 
way at 44c and down for best, 40c 
and down for less desirable tannages. 


Coke OR TANS, 


GLUV TANNAGE SIDES 
CHROME SPLITS 
PIGMENT FINISHED FOR UPPERS 


Sole splits having fair to good call 
at steady prices. Very best lines 
quote prices as follows: 4-5 ounces 
bring 28-26-24c; 5-6 ounces bring 
32-30-28c¢; 6-7 ounces bring 39-37- tae pe AGENTS: 
35e. ame ae ‘: ey #6 Ambor Leather Co. 





Kesson Leather Co. 


139 South Street 150 Nassau St., Rm. 738 
Boston 11, Mass. New York, N. Y. 


W. M. Henson 
2708 Lyndhurst Road 
St. Louis 21, Mo. 


Work glove marks time. De- 
spotty and only occasional 
sales reported. Prices for the most 
part holding about steady as tanners 
maintained recently quoted lists. 


mand 








While volume of new orders was 
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orders. These are mostly for delivery 
in two months. 

Black is about the only shade any- 
one has mentioned recently. If there 
is demand for colors, it is not reach- 
ing the Philadelphia tanners. Both 
suede and glazed are in demand. 

Linings continue to move along 
with the top sellers. Tanners say that 
shoe manufacturers found that the 
five months of 1954 were 10 percent 
behind last year, but since they had 
a good Easter they are starting to 
buy with the idea of making up the 
loss during the second half of the 
year 

Slipper leathers remain very slow. 
Crushed slow. A very few tanners 
who sell satin mats are finding some 
business, With rawskins as high as 
they are, some tanners found it nec- 
essary to raise some prices. How- 
ever these fall within the lists that 
have been published, and the mini- 
mum and maximum figures are not 
changed. 

Average Kid Leather Prices 

Suede 32c-90c 

Crushed 35c-75c 

Slipper 25c-60c 

Linings 25c-55e 

Glazed 25c-$1.00 

Satin Mats 69c-98c 


Belting leather better. Curriers 
seem to have been buying more and 
rough leather tanners find they have 
been getting their prices without 
being forced to make any adjust- 
ments, 

Curriers say the demand for cur- 
ried belting covers every weight they 
have to offer. If the current trend 
in buying continues they will con- 
sider raising their prices. Right now 
prices are unchanged, but very firm. 


AVERAGE CURRIED LEATHER PRICES 


Curried Belting Best Selec. No, 2 No. 3 
Butt Bends 1.25-1.35 1.23-1.31 1.16-1.27 
Centers 12” 1.53-1.64 1.43-1.55 1.41 45 
Centers 24”-28” 1.51-1.58 1.41-1.52 1.39-1.53 
Wide Sides 1.22-1.25 1.18-1.21 1.12 14 
Narrow Sides 1.14-1.17 1.11-1.13 1,.05-1.07 
Premiums to be added: Ex Light plus 5Be-10c; 
Light plus 7c; Heavy minus Se-10c; Ex Heavy 
minus 5e 


Glove leather unsettled. Glove 
business has not as yet shown signs 
of life and garment business is fight- 
ing a battle of prices, 

Deerskins selling as well as any 
types. Prices asked are from 40 to 
45c for a cuttable table run. Buyers 
ideas around 42c for a good selec- 
tion, 

Irans do fairly well. Prices range 
from 26c down. Top selection moves 
easily. Low grade at 17c also sells 
well. In between grades slower. 
Light weight domestic grains in de- 
mand at 20c to 25c pigtexed. 

Buyers’ ideas on Garment suedes 
28c and down. Tanners unable to 
meet those prices. Grains selling 
fairly well in the high price bracket. 
Sudans bring up to 48c in high col- 
call for Goatskins. One 

good sized order for 


ors. Some 
dealer took 
high colored goats at an average of 


54e. 


Bag, case and strap draggy. 
Most buying done in past few weeks 
for immediate or nearby require- 
ments with most leather outlets re- 
luctant to add to their inventories. 

Case leather of 2-244 ounce held 
at 41-42c and 3-31% ounce at 43-44e. 
Russet strap leather, if anything, a 
shade easier with Grade of 4/5 
ounce listed around 50c, 5/6 ounce 
at 52c, 6/7 ounce at 54c, 7/8 ounce 
at 56c, 8/9 ounce at 58c, 9/10 ounce 
at Ole and 10/11 ounce at 64c. B 
Grade russet strap leather was quoted 
around 4c less and C Grade as much 
as &c less. 

Glazed finish still brings a_pre- 
mium of 2c over russet and 3c more 
still charged for colors in aniline 
finish. 


Tanning Materials 


Raw Tanning Materials 


48% basis shp’t, bag . .$72.00 
‘Fair Average’ pong 
.‘'Merchantable”’ fh -+-4 


Divi Divi, Dom., 
Wattle Bark, ton 


Sumac, 28% leaf 
Ground . 
Myrobalans, J 

Sorted 

Genuines 

Crushed 42-44% 
Valonia Cups, 30-32% 
Valonia Beards, 40-42% 


1's Bombay 


guaranteed ee 
guaranteed $65.00 


$53.00 
. $59.00 
. $69.00 


Mangrove Bark, Ecuadorian 
Mangrove Bark, Colombian ........... 
Mangrove Bark, 38% E. Afric an 


Tanning Extracts* 


Chestnut Extract, Liquid (basis 
25% tannin), f.0.b. plant 
Tank cars fakes : 
Barrels, c.1. 
Barrels, |.c.1. 
Chestnut Extract, Powdered (basis 
69% tannin), f.o.b. plant 
Bags, c.1. oa eetteen 
Bags, |.c.1. 
Cuteh, solid Borneo, 55% tannin ...... 
Hemlock Extract, 25% tannin, 
iy 6 ny covdeesbedebceees oes 
bbis. c.l. a “se 
Oak bark extract, 25% tannin, ‘Ib. 
bbis. 64%-6%, tks. ane 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.l., East African 

Se SED 65 5 on ou te ou 00.02 6o406080 
Wattle extract, solid, c.l., South African 

60% tannin Re aaengaka ee av & a6 
Powdered super spruce, bags, c.l. 

65%; Le.L. : 
Spruce extract, tks., + 0 ‘b. wks. ee 
Myrobalan extract, solid, 55% tannin ° 
Myrobalan extract, powdered, 60% tan- 
Valonia extract, powdered, 63% tannin 
Quebracho Extract, Powdered, Swedish 

spray dried, 76-78% tannin ........ 
Wattle Extract, Powdered, Swedish, 

73% tannin de ercborodveennases 
Powdered Spruce, spray dried, Swedish 
Myrobalan, Swedish, Powdered 68-70% 
Oakwood, Swedish, solid, 60-62% ° 
Oakwood, Swedish, powdered, 64- 66% 
Larehbark, Swedish, solid, 54-56% 
Larchbark, —“arand Swedish spray- 

dried, 58-60% rd OUR ee i tibve cee 


Tanners’ Oils 


Cod Oil, Nfid., 
Cod, sulphonated, 
ture ; , 
Cod, sulphonated, 25% added mineral 
‘ -11%-. 
Cod, sulphonated, aes added mineral 
11 


loose basis, gal jana 90 
pure o% mois- 
1 


Castor oil, No. 1 C.P. drs. 
Sulphonated castor oll, 75% 
Linseed oil, tks., f.0.b. Minn 
drums speere 
Neatsfoot, 20° C.T. 
Neatsfoot, 30° C.T 
Neatsfoot, prime drums, c.l1., 
f.o.b. Chicago 
Lek, f.o0.b. Chie ago 
Neatsfoot, sulphonated, 75% 
Olive, denatured, drs. gal 
Waterless Moellon P eee 
Artificial Moellon, 25% moisture 
Chamois Moellon, 25% moisture 
Common degras ve 
Neutral degras 
Sulphonated Tallow, 75% 
Sulphonated Tallow, 50% 
Sponging compound ..........6665. 
Split Ol . oe TUTT LEVEL TT 
Sulphonated sperm, 25% moisture 
Petroleum Oils, 200 seconds visc., tks., 
Ee -ond06 60 ccberereeeecee er 
Petroleum Oils, 150 seconds visc., tks., 
CAD 2c ones ae epewee TerrrT 
Petroleum Olls, 
2S Se 


*Imported Extracts are plus duty. 
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HIDE AND SKIN MARKET REPORT 





Hide Market Softens Again 
As Business Holds Spotty 


Declines Of One-Half Cent Reported In Many 
Selections Still Seen As Temporary Setback 


Packer hides move. Although 
further declines registered again this 
week, interest at new lower levels 
appeared to be broadening as there 
was considerably more tanner buy- 
ing. 

Sales of branded steers made up a 
large part of the total, all four big 
packers selling approximately 45,000 
on a half cent lower basis for current 
takeoff or 10c for heavy Texas and 
butt brands and 9'%4c for Colorado 
steers while prior May takeoff hides 
included at another half cent less. 

Large movement of heavy native 
steers. Late in the preceding week 
about 10,000 were moved by one big 
packer at a half cent reduction and 
this week the other three big packers 
sold about 15,000 at an additional 
half cent decline. Latest business on 
the basis of lle for river points and 
1144 for Chicago and St. Paul pro- 
ductions. Light native steers also 
sold Ve to le lower at 14c for rivers 
and northerns, about 10,500 being 
traded with some of these going in 
combination with the heavies. 

While steer selections had a weak 
undertone. there somewhat 
steadier situation prevailing in the 
COW Light native cows 
sold at unchanged prices of 15%4c 
for rivers and l6c for northerns, 
about 10,000 involved. 

Offerings at lle for native bulls 
and 10c for brands failed to interest. 


was a 


selections. 


Independents hold, Several 
large midwestern independent pack- 
ers still very slow about accepting 
declines registered by big four pack- 
ers. Packers’ Assn., however, 
2.400 heavy native steers at 11'4c 
and 1,000 butt branded steers at 10c. 
In the preceding week, this packer 
had sold 1,600 butts at 10'%4c and 
2.900 Colorados at 10c. A Wiscon- 
sin packer sold 1,000 light native 
cows at 15'4e and 800 heavy native 
cows at 4. oc, 

While midwestern 
not overly active _ sellers, 
packers sold more freely. One large 
packer sold 850 New England heavy 
native 12%5c and heavy 
native l4.4c; also 1,600 


sold 


independents 
eastern 


steers at 
cows at 


May 29, 1954 


Pennsylvania allweight cows at 15e; 
1,000 Brooklyn butts at LO'oc and 
2,000 Harrisburg and Baltimore 
light cows and steers at 15c for na- 
tives and 13c for brands. The same 
packer sold 200 southeastern 
(Moultrie) light hides at 18e for 
natives and |l6c for brands. 


Small packers balky. Many 
producers declined lower bids, point- 
ing out that small packer hides did 
not advance to the same extent as 
big packer hides in recent weeks. 

Light southwestern hides such as 
Texas 40-42 |b. avg. small packer 
allweights available at 1414-15e. and 
43 Ib. avg. at 14e flat fob. shipping 
points but very little done. South- 
western 30-60 |b. hides averaging 
around 42 lbs. offered at 14de brought 
a return bid of 13M%e. 
midwestern 48-50 |b. avg. 
good small packers sold at 13%4c 
selected fob. shipping point but most 


Some 


buyers were unwilling to reach above 
L3e. 

Small packer — bulls 
around 85 Ibs. quoted around 8 


averaging 
Li, 


fob. shipping points. 
Mixed all 
sold 


mod 


Country hides ease, 
including renderers 
flat trimmed fob. 
erate freight points and some sold 
as low as Se from distant high freight 


weights 


down to 8! ov 


points, average weights ranging from 
18 to 52 bbs. 
Locker-butcher hides 
derers in the same average weight 
Ye flat 


points, de 
Still 


free of ren 


range moved in a range of 8! 
fob. 
pending upon freight costs, ete 
some interest for very good locket 
butcher hides at the 9¢ mark at mid 
week, 

Glue hides in carload lots ranged 
7 Tae fob. bulls 


around 6c fob. for midwestern carlots 
1 


trimmed country 


Country nominal 


but some far westerns sold at 5-5'o« 


fob. 


Dry sheepskins seattered, 
Buyers and sellers still too far apart 
for any actual to develop 
in a sizable manner. 
offerings of 
butcher skins, 40/50 
and 180/185 Ibs. at $14.50 pel dozen 
c&f., dollars above what buyers might 
pay. Brazil 
selling to Europe around $12.75 fob 


business 


Addis ababa 


10) assortment 


Some 


cabrettas nominal and 


for regulars with some special sele« 


tions commanding a premium, “Spe 
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Close 
May 27 
15.70B 
16.35T 
16,.96T 
17.25B 
17.50B 
17.75B 
Total Sales: 


July 
October 
January 
April 
July 
October 


Low Net 
for Week 
15.03 +18 


” 


High 
for Week 


Close 
May 20 
15.52T 
16,13B 
16.62B 
16.85B 
17.05B 
17.28B +47 
279 Lots 


Change 
15.67 
16.35 16.20 2 
16,41 +34 


+ 40 


16.96 
17.10 
17.70 7 45 








HIDE AND SKIN 


Present 


Heavy native steers 11 -11Y 
Light native steers ...» 14 
Ex. light native steers 17. -17Y 
Heavy native cows 1314-14) 
Light native cows 1514-16 
Heavy Texas steers 10 
Butt branded steers 10 
Light Texas steers 12 -1244N 
Ex. light Texas steers 14'14-15N 
Colorado steers 91, 
Branded cows 12 -13 
Native Bulls 1014-11 
Branded Bulls 914-11 
Packer calfskins 45-471, 
Packer kipskins 28 32% 


QUOTATIONS 


Week Ago Month Ago 
12 “124 12 -12! 15! 16 
141-15 15-15% 18'4,-19 
17 “17% 18 22 
14 -15 13 “13% 18 19 
15'4-16 15! 20 
10%, 10',-11 14! 
10'% 10! 11 i4 
I124.N 12 -13N 16! 
15N 13! 144.N 19! 
10 10B 13! 
12 -13 12'4-13 4 17! 
10'%,-11 10'-11 12! 
9'4,-10 9',-10 11 
45 -47', 37 1/,-45 531-65 
27 -30 25 -27 5 42 


Year Ago 


NOTE Price ceilings have now been completely ended by the government. All 


remaining goods and services have been removed from price controls. 


All regulations 


winding up controls require that applicable records be held until April 30, 1955. 
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cials” quiet and nominally quoted 
around $16.00 fob. 

Wool sheepskins firm at origin and 
latest auctions in Australia reported 
the Melbourne market par to two 
pence dearer with wool two inches 
and up mostly affected. At Sydney, 
38,000 offered, lambskins firm, all 
others par to one penny dearer. No 
changes in South American markets. 


Pickled skins mixed, New Zea- 
land skins continue to move very 
sparingly as buyers showing little 
interest. Prices unchanged although 
some “Wallacetown” lambs sold at 
85 shillings, “Ocean Beach” lambs at 
85 shillings 6 pence and “Nelson” 
lanvbs at 64 shillings. 

Iranian pickled sheepskin market 
slow and nominal around $13.00 per 
dozen for good quality skins. 

Domestic pickled spring lambs held 
for $13 against last confirmed sales 
at $1.00 less. 


Reptiles in spot. Latest reports 
from Brazil that Fortaleza having 
export difficulties and this has ac- 
counted, to some extent, for lack of 
new offerings of back cut tejus. 

Last confirmed sales at 76-78c 
fob., but most buyers have lower 
views. Wet salted Agra back cut 
lizards mixed. Some business in 9” 
up, averaging 10” at 2le and 10” up, 
averaging 11” at 28c, 80/20 selec- 
tion, 

On wet salted Bengal back cut liz- 
ards, a wide variety of prices heard. 
Some quarters had offerings of 10” 
up, averaging 11” at 50c and 11” 
up, averaging 12” at 60c, 75/25 se- 
lection with full tails and necks. 
Others say their shippers ask 80c 
and $1.00 respectively for 80/20 
selection and only 75 percent heads 
and tails. 

Ring lizards slow and nominal 
with Javas, 25 centimeters and up, 
averaging 30 centimeters, 50/50 se- 
lection, offered at $1.10 while late 
offerings of Siams at $1.05. 


Deerskins too high. Latest re- 
ports from Siam that shippers’ ideas 
for deerskins 69¢ c&f. This is con- 
siderably over the ideas of buyers 
here, Shippers, however, state that 
they have no accumulations as they 
keep moving skins to Japan. 

Peruvian “jacks” available at 55c 
c&f, Brazil “jacks” continue to sell 
at 55c fob., basis importers. Not 
many offers as supplies small. New 
Zealand market nominal as buyers 
unwilling to better 70c c&f. and ship- 
pers have higher ideas. 


Pigskins wait developments. 
A little interest developing from Ful- 


26 


ton County and some spot lots moved 
involving Manaos black peccaries at 
$1.20, basis manufacturers. Based on 
asking price for grey peccaries, sell- 
ers would have to realize $2.20, basis 
manufacturers. 

Europe still buying with latest sales 
Paras grey peccaries at $2.00 and 
blacks at $1.15 c&f. Europe. No 
change in wet salted capivaras or 
dry Chaco carpinchos. Offerings in 
the market but buyers slow to make 


bids. 


Calf and kip quiet. Some in- 
terest at steady prices but new busi- 
ness restricted as market well sold 
up and nothing available. 

Last sales involved Chicago Alberta 
Lea allweights and St. Paul light calf 
at 47'c, St. Louis heavies and river 
allweights at 45c and Oklahoma City 
allweights at 35c. 

One big packer sold 1,200 St. Paul 
kips 15/25s at 324oc. Southwestern 
kip and overweights held at 30c but 
buyers slow to reach above 28c. Nash- 
ville (premium point) kip sold up to 
Mec. 

Some additional trading in packer 
regular slunks at $1.85 and in large 
hairless at 85c. Some business in- 
volving carload lots of small packer 
and country skins. 

Good northern allweight small 
packer calf moved in a range of 33- 
34c¢ and some midwestern kip at 19- 
20¢ while Texas small packer kip 
brought as high as 21-22c. Country 
allweight calf sold at 21-22c and kip 
in the range of 13-14e. 


Horsehides slacken again. Some 
buyer resistance evident when offer- 
ings submitted at higher asking 
prices. 

Based on latest reported sales, 
trimmed lots of northern slaughterer 
horse hides ranged $9,50-9.75 fob. 
and untrimmed hides at $1.00 more. 

Cut stock moved in spasmodic 
fashion. Some good northern fronts 
sold at $6.50. Butts continued to 
bring $4.00-4.25 for better quality 
lots, basis 22” and up. 


Sheep pelts wanted. Some big 
packers continued to sell No. 1 shear- 
lings on the steady basis of $1.25 for 
regular production but others ob- 
tained premiums for choice lots such 
as $1.70 paid for a very good car 
this week. Business in No. 2 shear- 
lings at $1.20-1.25 and in No. 3s at 
80-85c, considered steady. 

Sales of packer genuine spring 
lamb pelts in the range of $3.00-3.25 
per cwt. liveweight basis for good 
westerns. Some southeasterns from 
Kentucky-Tennessee starting to show 
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up and while packers ask up to $3.00 
for these, buyers’ ideas around $2.50 
due to pelts from this section run- 
ning coarser open-wool type. Winter 
wool pelts seem pretty well sold up 
at $5.25-5.50. Full wool dry pelts 
unchanged at 27-28c, last paid. 

A few more pickled skins sold at 
$12.00 per dozen for genuine clear 
spring lambs but some sellers still 
ask up to $13.00. 


Goatskin Prices 


INDIA & PAKISTAN 
Amritsars (1200 Ibs.) 


Today Last Month 
+ ++ $9%-10% $9-9% 
Nom 
Muzaffarpurs «es Nom Nom 
Dinajpurs Nom Nom 
Nom Nom 
Calcutta Kills ... Nom Nom 
Coconadas (1.70/1.80 Ibs.) $9% $9'% 
Deccans (1.70/1.80 Ibs.) ..$9'% $9% 


CHINAS 

Szechuans, ibs. Nom Nom 
Hankows, Ibs. ........... Nom Nom 
Chowchings, dz. ......... Nom Nom 


MOCHAS 

Berberahs ............... Nom $8.00 
PE éecccvesseocece BGR 5.00 
SY dus a0 6006 ¢4-0n00 0s ee $11.00 
Batie types ToT! os $9.50 
Addis-ababas . Nom Nom 


AFRICANS 

Nom Nom 
Casabiancas ............. Nom Nom 
Marrakesh Nom Nom 
Constantines Nom Nom 
: Baa dock cessed ccecen BR Nom 
Tangiers Nom Nom 
West Province Ex. Lts. .. Nom 48e 
Port Elizabeth Ex. Lts. .. Nom 46c 


Nigerians, Ibs. $1.02-07 $1 02-06 
Mombasas, dz. $9%-10.85 $94-10 


LATIN AMERICANS 

Mexicans 

Matanzas, etc. (flat) .... Nom Nom 
Oaxacas .. Nom Nom 


Venezuelans 

Barquisimetos Maid erie 39c 39c 
Nom 39c 

Maracaibos .............. Nom Nom 

La Guayras ............. Nom Nom 


Colombians 
PP ED covccceosesses Se Nom 
Bogotas Nom Nom 


West Indies 
Jamaicas 
Haitians 


Brazils 

Cearas ... 3 83c 
Pernambucos 86c-90¢ 85-88c 
Bahias ........ Nom Nom 


Argentines 
Cordobas/Santiagos 48-50c 47c 


- Nom Nom 


Peruvians 
Paytas ..... . 44-46¢ 43c 
Ayeowuehos ...... 6. ccccuee Nom Nom 
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COST ANALYSIS 


Determining Costs 


According To Style 


The New England 
Leather Association has called to its 
members’ attention the need for cor- 
rect cost determination by individual 
shoe styles. Following is an article 
prepared by Harold W. Adams, pub- 


lic accountant and cost and industrial 


Shoe and 


engineer: 

The shoe manufacturing industry 
is now going through a period of 
very keen competition, selling prices 
are practically fixed and _ profits 
depend largely upen manufacturing 
efliciency and correct costing of each 
individual style of shoe. 


Regardless of whether the manu- 
facturer sells his product by individ- 
ual styles or across the board he 
should know the cost of the individual 
styles of shoes before they are manu- 
factured or sold. 

While the 


give the average cost of the shoes 


books of account will 


manufactured several weeks or 
months after the shoes are sold, this 
information will not give the actual 
cost of the individual styles before 
they are sold, 

A system to reflect with sufhicient 
accuracy the actual cost of each shoe, 
including all styles and sizes, can be 
set up that is not so complicated as 
to make the expense of operating it 
too great, or that so much work will 
be required that it will be soon 
discarded. 


Averages cannot be correctly used 
for any classification of cost. A shoe 
costing $3.00, $5.00 or $10.00. will 
not carry the same cost for material, 
labor or overhead including manufac- 
turing, general, administrative and 
selling expense and these costs should 
be added in a thoroughly consistent 
manner, Careful analysis of the in- 
dividual style costs will result in a 
different relative percentage in every 
individual style in the same factory 
or in an analysis of many factories 
combined, 


If the 
sullicient 
dividual styles of shoes he can oper- 
ate more intelligently. He will know 
his profit, break-even point or loss 
on each style, whether sold individ- 
ually or across the board. With these 
costs before him he may easily com- 
pare the cost of the various styles and 
make eliminations or changes in the 


manufacturer knows with 


accuracy the cost of in- 
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Sper ifications to bring the shoe cost 
more in line with the selling price. 
The system as outlined applies to 
every shoe manufacturer regardless 
of the size of the company and is 
operated apart from the accounting 
department although information 1s 
obtained from them. It is also invalu- 
able as a check on costs determined 
from the books of account or other 
methods of costing. 
Material Costs are 
determined from material cost re 
ords, cutting slips, actual costs ot 
estimates. The cost of materials fluc- 


most easily 


tuates continuously and a close fol- 


low-up should be kept on these costs. 


Labor Costs should be determined 
for each individual style of shoe by 
rooms. This must include day work 
which should be analyzed for each 
room, 

As the cost of shoes increases in 
quality and price the percentage of 
day work generally increases and this 
item of cost should be handled with 
a great deal of care. Percentage of 
day work may range from 5%) to 
50°, in various factories. 

The correct labor cost of each in 
dividual style of should be 
determined as this is the base most 


shoe 


commonly used for determination of 
the overhead allocation. When the 
labor cost of all current base styles 
of shoes has been determined it. is 
not dificult to determine the cost of 
styles from 


many other new these 


figures. 


Overhead: The most correct 


method as used by many shoe manu 
facturers is to determine the percent 
that overhead is to direct labor and 
use this percentage of the direct labor 
cost of each individual style of shoe 
for overhead including manufactur 
ing, general, administrative and sell 
ing expenses. 

It is necessary in this process to 
that these 
properly classified or the formula will 
not produce the correct result. 


be sure expenses are 


In determining the overhead rate 
many things should be considered, as 
follows: Profit or Loss for previous 
period, Officers salaries in relation to 
net profit and sales volume, Operat- 
ing percentage to production capacity, 
Operating rate at time of determina- 
tion, Estimated production for coming 
run, 

Also, 
normal capacity to eliminate the pos 
sibility of pricing the company out 
of the market or selling shoes at too 
low a price and thereby reducing 


overhead rate adjusted lo 


very satisfactory profits due to manu 
facturing efficiency. 
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NUN 
© SPRUCE EXTRACT 
NUH 
© POWDERED SUPER SPRUCE 
WMH 
e LACTANX 
wi 


ROBESON 


PROCESS COMPANY 


GENERAL OFFICES 
500 Fifth Avenue 
New York 36, N. Y. 


OPERATING PLANT AT 
Erie, Pa. 





| WRINGER 


THE only suc 
cessful press 
that prepares 


Sole Leather | 


for drum Sole 
Leather tan 
ning, extract- 
ing and oiling. 


| 
1] 
| 


| 
| 


Also prepares both bark and chrome | 


tanned sides and whole hides for 
the skiving and splitting machine. 


Quirin Leather Press Co. 


Olean, New York 








Brazilian Leathers 
Ask 


Schlossinger & Cia. Ltda. 
Caixa Postal 917 


Sao Paulo, Brazil 
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o the Employee Relations Director 


of every American company 


LET’S FACE IT... the threat of war and 
the atom bomb has become a real part 
of our life—and will be with us for 
years. Fires, tornadoes and other dis- 
asters, too, may strike without warning. 


The very lives of your employees 
are at stake. Yours is a grave responsi- 
bility. Consider what may happen. 

When the emergency comes, every- 
body’s going to need help at the same 
time. It may be hours before outside 
aid reaches you. The best chance of 
survival for your workers—and the 
fastest way to get back into production 
—is to know what to do and be ready 
to do it. To be unprepared is to gamble 
with human lives. Disaster may hap- 
pen TOMORROW. Insist that these 
simple precautions are taken TODAY: 


[| Call your local Civil Defense Direc- 
tor. He’ll help you set up a plan for 
your offices and plant—a plan that’s 
safer, because it’s entirely integrated 


with community Civil Defense action. 


| | Check contents and locations of 
first-aid kits. Be sure they’re ade- 
quate and up to date. Here again, your 
CD Director can help—with advice on 
supplies needed for injuries due to 
blast, radiation, etc. 


[| Encourage personnel to attend Red 


lead 
Cross First Aid Training Courses. 

[ | Encourage your staff and your com- 
munity to have their homes prepared. 
Run ads in your plant paper, in local 
newspapers, over T'V and radio, on 
bulletin boards. Your CD Director can 
show you ads that you can sponsor 
locally. Set the standard of prepared- 
ness in your plant city. There’s no 
better way of building prestige and 
good employee relations—and no 
greater way of helping America. 


Act now ... check off these four simple 


points ... before it’s too late, 


A. 


Se ee a ee 


28 
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PEOPLE 


About industry personalities coast to coast 





@ John C. Benner, formerly as- 
sociated with Merrill Lynch, Pierce, 
Fenner and Beane, has resigned to open 
his own business, J. C. Benner Co. at 
149 California St., San Francisco, Cal. 
The new company will act as a broker 


in tallow, lards and greases. 


® August Masiello has become as- 
sociated with Far Eastern Fabrics, Inc., 
of New York. He succeeds Annamae 
Quigley. Masiello will call on shoe 
manufacturers in the New York City 
area. 


® Major General Robert P. Hollis 
has been appointed commanding gea- 
eral of the Philadelphia Quartermaster 
Depot in Philadelphia as an additional 
duty. Gen. Hollis is also commanding 
general of the New York Quarter- 
master Purchasing Agency, which is 
due for relocation in the Philadelphia 
Depot. 


@ Jay Jonas has resigned his post as 
pattern maker and stylist for Rad- 
cliffe Shoes, Inc., Brockton manufac- 
turer of women’s shoes. His plans for 
the future are indefinite. 


® Col. Warren E. Coombes of 
United Shoe Machinery Corp., presi- 
dent of the New England Chapter of 
the Quartermaster Association, has 
been awarded the Chapter’s award for 
meritorious service in recognition of 
outstanding services to the Quarter- 
master Corps and Association. The 
award will be presented at the As- 
sociation’s annual meeting to be held 
June 29 at the R.O.A. Club in Boston. 


®@ Ernest Ferriero has joined Langer- 
man Shoe Corp. of New York City 
as designer and pattern executive. 
Langerinan also operates Fairfield Shoe 
Corp., recently re-opened at Gettys 


burg, Pa., and Dillsburg Shoe Corp. 


® Maurice Witt is no longer as- 
sociated with Jay Shoe Mfg. Co., 
Cambridge, Mass., women’s shoe man 
ufacturer. 


@ Joseph Kaplan, president of Co- 
lonial Tanning Co., Boston, has been 
elected a director of the Greater Bos- 
ton Chamber of Commerce for a three- 
year term. Kaplan was one of eight 
men and women elected as directors of 
the Chamber. He is also a director of 
the Tanners’ Council and active in 


communal affairs. 
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® Otis G. Murty, III, has been ap 
Raymond | 


superintendent of 


pointed assistant to 
Purtell, general 
Hanover Shoe Co. in Hanover, Pa. 


Murty was formerly associated with 


Compo Shoe Machinery Corp. 


@ M. J. Boho, vice president in 
charge of sales for ‘Hagan Corp., 
Pittsburgh, has been named _ general 
manager of the corporation and all 
its subsidiaries, including Hall Labora 
Inc., and The 


tories, Inc., Calgon, 


Buromin Co. He was elected vice 
president and general manager at a 
May 22 Hagan 


directors. 


special meeting of 


® Kenneth J. Shea has been elected 
vice president of sales for the Inter 
national Division of Minnesota Mining 
& Mfg. Co. of St. Paul, Minn. 


@ j. S. Frank, formerly St. Louis 
sales agent for Krippendorf Kalculator 
Co., has taken on the lines of Winner 
Adornments, Inc., and Atlantic Fab 


rics Corp. Both firms distribute fab 


1 
rics to the shoe industry. 


CHARLES EDISON, director of 
Store Training and Customer Serv- 
ice at Edison Bros. Stores, Inc., St. 
Louis, who has been promoted to the 
Accessory Division where he will be 
associated with Irving Halle, vice 
president and director. Edison has 
held a variety of positions with the 
chain, including the management of 
Leed's in San Francisco and special 
store supervisory assignments. His 
new duties will consist of buying and 
merchandising handbags, hosiery and 
other shoe accessories. 





WHICH COSTS MORE? 


DRY AIR OR 
CONTROLLED 
HUMIDIFICATION 


CHECK THE COST of 


hardening, cracking, and 
weight loss of your leather 
caused by excessively dry air 
against the “pennies a day” 
operating cost of Armstrong 
humidifiers. 


More and more plants are 
gaining the competitive ad- 
vantages of lower produc- 
tion cost and higher quality 
goods with Armstrong 
humidifiers. 


Are you paying for humidifica- 
tion without having it ? 

Get the facts — there is no obli- 
gation, simply clip the coupon to 
your letterhead and mail today. 


Your satisfaction is guaranteed. 


ARMSTRONG MACHINE WORKS 


TO 
YOUR 
LETTERHEAD 
AND 


879 Maple Street, Three Rivers, Michigan 
| Have Representative Call 


| Send Literature Only 





Please Print 
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News Quicks 


About industry happenings coast to coast 





California 

® General Shoe Corp. has an- 
nounced stock - 
exchange deal whereby it has acquired 
Sommer & Kaufmann, San Francisco 
shee chain. Herbert L. Sommer, presi- 
dent of the chain, has reported that 
it will continue as an autonomous 
company under the same management 
with the same policies. 


® A new low in humanity was estab- 
lished last week when burglars looted 
the home of the late Milton S. Price 
in Chicago while funeral services were 
being held for the former owner of 
Midwest Shoe and Slipper Mfg. Co. 
The shoe manufacturer’s body was 
found May 16 in Lake Michigan. 
Members of the family returning from 
funeral services found $950 in cash 
and $3,500 in jewelry missing. 


completion of a 


Indiana 
© The Spring 1955 meeting of the 
National Hide Association will be 
held in French Lick, according to Jack 
Minnoch, executive director of the 
Association, Definite dates have not 


been announced as yet, 


® Mishawaka Rubber & Woolen 
Mfg. Co., Mishawaka manufacturer 
of women’s casual and storm shoes, has 
scheduled a four-color junior page in 
the June issue of Ladies’ Home Journal 
to promote Ball-Band Summerettes for 
women, 


Massachusetts 

® Plans for the Frank C, Donovan 
Memorial Golf Tournament at 
Wollaston Golf Club on Tuesday, 
June 8, have been completed, accord 
ing to Francis Shea, chairman of the 
event. Shea is sales manager of Bar- 
bour Welting Co., Brockton. More 
than 250 players from all segments of 
the trade are expected to tee off with 
prizes to be awarded winners in three 
divisions of play: shoes, leather and 
allied trades, As in recent years, the 
same outstanding buffet luncheon will 
be served players and guests. Door 
prizes will be distributed to non- 
golfers. 


® Bowcraft Trimming Co. of New 
York has moved its Boston office to 
210 Lincoln St. 


30 


® John Flautt Shoe Co. of Lynn 
18 reported considering a move to 
Dover, N. H. Report comes from 
Mayor Thomas Keenan of Dover who 
says representatives of the Flautt Co. 
have been seeking to lease a factory 
in the New Hampshire city. Flautt 
currently employs some 300 shoe 
workers in its Lynn plant where it 
makes women’s cemented shoes. 


® George O. Jenkins Co., Bridge- 
water manufacturer of leather fibre 
products, has announced completion 
of an addition to rts High St. mill. 
The expansion houses a new Jenkins- 
designed and Jenkins-built wet ma- 
chine. The latter is the basic manu- 
facturing or sheet forming machine 
used in the production of sheeted 
leather fibre material. In March, 
Jenkins announced completion of a 
new A & G dryer at its Plymouth St. 
mill. Construction of an addition to 
the firm’s Western Fibre plant in 
Caseyville, Ill., is underway. The new 
wet machine increases ouvput at High 
St. to 90 tons weekly at its present 
six-day operating schedule. 


® The safety meeting 
May 18 at the Commercial Club in 
Brockton by the New England Shoe 
and Leather Association turned out to 


spe mn sored 


be a complete success as some 125 
southeastern Massachusetts shoe execu- 
tives turned out to hear Arthur G. 
Lazarus, insurance safety executive. 
Lazarus described how 34 percent of 
all industrial accidents result from 
faulty materials handling procedures. 
Lazarus admitted that the shoe fac- 
tory accident rate was below the na- 
tional rate of 14 accidents per million 
man hours. The shoe industry is 
averaging 10 accidents per million man 
hours worked. 


® Gleason Leather Co. is now in 
production at its new headquarters 
located at 16 Spring St. in Peabody. 


® Liquidation of Allen-Squire Co., 
Spencer men’s shoe manufacturer, at 
public auction last week brought a 
total of $79,094, according to Aaron 
Krock, auctioneer, Krock reported 
that everything had been sold except 
three buildings on Linden and Main 
streets. The firm shut down last Jan. 


® United Finish Co, of Peabody is 
now offering its product Vita-San as 
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a leather preservative for use in im- 
proving the pliability and elasticity 
of leather. Vita-San has been accepted 
by the armed forces and approved 
under Government Designation for 
intimate and prolonged contact with 
the body. It is described by United 
Finish as a non-toxic antiseptic sani- 
tizing agent. 


Missouri 


® Employes of the Sikeston plant of 
International Shoe Co. returned to 
work May 19 after a two-day walkout 
arising from a disagreement over piece- 
work prices with company officials. 
A vote to return to work was taken 
at a union meeting. 


New Jersey 
® Barrett & Co., Inc., of Newark 


reports that two concerns recently 
“misused” the term “Llama” in news- 
paper and magazine advertisements. 
Both firms have agreed to withdraw 
future use of the word unless Barrett's 
genuine Llama-finished calf is used in 
the articles advertised. 


® Potdevin Machine Co. of Teter- 
boro has developed a new releasing 
agent named M 12 Release-Cote which 
is claimed to offer savings in time and 
money to users of adhesive applying 
and coating equipment. Applied sim- 
ply to cleaned metal surfaces before 
filling the machine with the adhesive, 
Release-Cote adhesives or 
other coating materials from adhering 
to the walls of pots, tanks, rollers, 
feed tables and other exposed surfaces. 


prevents 


New York 
® A. E. Nettleton Co., Syracuse 


manufacturer of men’s shoes for the 
past 75 years, and its president, 81- 
year-old Henry W. Cook, were fea- 
tured recently in an article published 
by the New York Times. The article 
told of the company’s long history, 
described its manufacturing operations. 


® An industry-wide program, to avoid 
duplication of trade names and style 
designations for vinyl-coated and 
pyroxylin-coated material and _ for 
vinyl sheeting over 10 mils has been 
announced by the Plastic Coatings 
and Film Association. Purpose of 
the program is to prevent conflict 
and confusion among the trade and 
consumers of these plastic fabrics. 


® Acme Shoes, Inc., has been or- 
ganized to deal in footwear in New 
York City. Principal listed is Myron 
K. Wilson at 165 Broadway. 
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® Another shoe firm listed as opening 
in New York City is Drago Shoe 
Corp. at 9 East 40th St. Mathilda 


Drago 1S listed as principal. 


® Miles Shoes, New York shoe chain, 
has announced purchase of property 
on the east side of Amsterdam Ave. 
between 59th and 60th Streets, where 
it plans to erect a four-story office 
and warehouse building. Miles will 
use part of the building and rent out 
the remainder. The site contains 
70,000 square feet. 


® Employes of Endicott-Johnson 
Corp ., Endicott, will divide nearly 
$2 million in holiday and vacation 
benefits beginning May 28. Factories 
closed Friday night, May 28, for the 
Memorial Day holiday and were to 
remain closed until June 1. Checks 
will also be distributed for vacation 
pay in lieu of vacations. 


@ Next opening of the Guild of 
Better Shoe Manufacturers will be 
held the week of Sept. 13 at member 
showrooms in New York City. The 
Guild has cancelled its July opening 
for this year, according to John Jerro 
of Jerro Bros., Guild president. 


® American Cyanamid Co. of New 
York has established an undergraduate 
scholarship program in chemistry and 
chemical engineering to supplement its 
existing post graduate fellowships and 
grants. Under the new program 17 
undergraduates about to enter their 
junior or senior year will be awarded 
$600 each for the academic year 1954 
55, . 
Ohio 

® Speco, Inc., of Cleveland has an 
nounced a new silicone base water 
repellent and leather preservative 
claimed to prevent penetration and 
staining of leather by water, oil and 
chemicals. One application is said to 
protect leather and stitching for an 
indefinite period and to increase resist 
ance to abrasion and heat. 


® Samuel Wells, fur and hide dealer 
located in Cincinnati for the past 129 
years, is reported in process of dis 
solving “quietly.” The firm will not 
be sold and has no creditors or debtors, 
according to principals George Baer, 
S. T. Wells and W. D. Goosman. 


® Executives of General Tire & 
Rubber Co.’s plastics division met 
recently in Akron for a two-day sales 
conference. The meeting was the first 
since General acquired Textileather 
Corp. and Bolta Corp., leading plastic 


products manufacturers. 
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“WEATHERSTRIPS” 
YOUR 
SHOES 


BARBOUR WELTING COMPANY 


BROCKTON 68, MASSACHUSETTS 











CUSTOM MADE FOR YOUR 
Every NEED... Just Name it 
Strippings of every type in either 
leather or fabric, plain and in 
colors, to your exact specifications, is 
our specialty. You can depend on 
GAYWOOD quality and delivery. 
WRITE FOR SAMPLES AND PRICES 


REPRESENTATIVES G 
ee <a enn CAYWOOD 
Harold Mayr & Associates, Milwaukee P.C. Fernandez & Go. Lid., Havana, Cubs 
Altred G. Schwab, Cincinnati Vogel Helmholz, Baltimore MANUFACTURING COMPANY 


igents in Many Foreign Countries p 
SERVING AMERICA'S LARGEST SHOE INDUSTRIES 1906 PINE ST. + 51. LOUIS 3, MO. 
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LYNN INNERSOLE CO., ALLSTON, MASS. 
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® Board of directors of Shoe Corp. 
of America, Columbus, have declared 
the regular dividend of 25 cents per 
share of common stock payable June 
15 to stock of record May 28. This is 
the firm’s 101st consecutive cash divi- 


dend, 


Pennsylvania 
® john G. Traver Co., Inc., was 


recently incorporated under Pennsy]- 
vania State laws. The firm, located 
at 141-143 North 4th St. in Philadel 
phia, sells shoe manufacturing supplies 
at wholesale. 


® Winning shoe boxes in the fourth 
annual Set-Up Paper Box Competi- 
tion, sponsored by the National Paper 
Box Manufacturers Association, were 
contributed by Frank C, Meyer Co., 
Inc., of Brooklyn—a Footwear Box 
for Lord and Taylor — W. H. 
Albrecht Co. of Philadelphia — a 
Bridal Shoe Box for Newton Elkin 
Shoe Co.—and Manufacturers Box 
Co., Inc. of Bridgeport, Conn. —a 
Gaylites Boots Box for U. S. Rubber 
Co, 


® Fairfield Shoe Co. is reported in 
production in its new plant at Gettys 
burg. The company was burned out 
of its former plant at Fairfield some 
six months ago. 


Tennessee 
© Compo Shoe Machinery Corp. 


has opened a new District office in 
Nashville. The District will includ 
part of the former St. Louis territory, 
including Ky.; Central 
Tennessee, Chattanooga, Atlanta and 
Northern Alabama. George A. Reilly 
has been named District Manager of 
the office. Reilly has been with Compo 
since 1947, 


Louisville, 


Texas 
® A new moccasin manufacturing 
plant has been opened in Mason by 
Glenn Graef, it is reported. 





Canadian Notes 





@ A. B. Hill has been named presi- 
dent and J. H. Gairdner vice presi 
dent of Davis Leather Co., Ltd., of 
Canada, with J. S. Gairdner elected 
a director of the company. J. H. 
Gairdner continues as general manager. 


@ There were 268 factories producing 
leather footwear in Feb. in Canada 
and their production increased to 
3,192,228 pairs compared with 2,800,- 
917 in the prec eding month, but below 
the 3,522,672 in Feb. last year. The 
first two-month total fell to 5,993,145 
pairs against 6,696,622 last year. 

Production of footwear with soles 
other than leather amounted to 2,076,- 
462 pairs in Feb. or 65% of total pro- 
duction compared with 2,241,685 last 
year or 63.6% of total output. 


® Agnew-Surpass Shoe Stores 
Ltd., has declared a 
dividend of 254% of the par value 
for the period Dec. 1, 1953, to May 
31, 1954, on STAY preference shares, 


semi-annual 


payable June 1 to shareholders of 
record April 30, 1954. The company 
has also declared d quarterly dividend 
of ten cents per share on common 
shares, payable June 1 to shareholders 
of record April 30, 1954. 


® Buying for fall business in Canada 
is expected to pick up very shortly, 
President J. A. Gairdner of Davis 
Leather Co., Ltd., told the annual 
meeting recently, revealing that op- 
erations in the first quarter were less 
than 50% of rated capacity. 


Gairdner stated that new business 
booked during the first quarter has 
been at a low volume but at prices 
which, on a normal operation, should 
represent a profit. The low volume 
was largely attributable to the late 
Easter. Given reasonable stability in 
raw material prices, manufacturing 
operations for the balance of 1954 
should show a marked improvement 
both in rate of production and margin 
of profit, he said. 


® Canadian retail shoe stores’ sales 
dropped 7.9% in dollar volume during 
the first quarter of 1954 compared 
with the same period of 1953, includ- 
ing losses of 0.7% in Atlantic Prov- 
inces, 15.1% Quebec, 6.9% Ontario, 
§.2% Manitoba, and 2.6% British 
Columbia, with the sole gain of 0.5% 
reported in Alberta. 

Of the estimated $6,883,000 worth 
of shoe stores’ sales in March, the 
chains obtained $2,441,000 and the 
independents $4,442,000. By regions, 
Ontario’s sales of $2,984,000 were 
divided $1,324,000 for the chains and 
$1,660,000 for independents, and 
Quebec’s sales of $1,680,000 were 
classed as $684,000 for the chains 
and $996,000 for independents. 

In first-quarter period of 1954, 
chain shoe sales dropped 6% compared 
with same period of 1953 but the in- 
dependents’ fell 9.1%. 


® Canadian leather tanneries report 
that the valve of their shipments and 
inventories declined in the latest sur 
vey of the industry. 

Shipments ot such tanneries 
dropped to 77.6 in January as against 
78.8 in previous month and 83.3 in 
January a year ago, based on Decem- 
ber, 1952 being 100. Likewise, inven- 
tories dropped to 110.2 in January 
compared with 113.6 in preceding 
month, though above the 100.6 in 
January last year. 





LEATHER 


YESTERDAY — TODAY — 
ALWAYS 





COMPOUNDS *»> LIQUID EXTRACTS 


PORT 


AMERICAN EXTRACT CO. sccciss. os 


LEATHER and SHOES 


May 29, 1954 











Wanted and For Sale 





Lines Wanted for 
St. Louis Territory 


WE ARE INTERESTED in obtaining an ad- 
ditional line or two for the shoe manufacturing 
trade in the St. Louis Territory. We are well 
established and are in a position to give 
ample representation to the proper lines. Ad- 
dress E-12, c/o Leather and Shoes, 300 W 
Adams St., Chicago 6, Ill 





Bargains 
leather Remnants, and plenty of it, 
sorted to specifications. Textiles of all 
kinds in full piece, remnants and block 
cuts. Bargains, Only Bargains. 7 
Floors of Bargains 

CENTRAL MERC ANTILE CO., 
742 W. Taylor St., 
Chicago 6, Ti. 








Slipper Factory for Sale 


MODERN, fully equipped slipper fac- 
tory, in business over 35 years. Good 
reputation, active accounts. Must be 
sold due to sudden death of owner. Has 
capacity of 1,000 pairs hard sole slip- 
pers and over 1,000 pairs soft sole 
slippers per day. Men's, women’s, and 
children’s slippers, many styles. Com- 
plete office facilities, complete machin- 
ery and equipment, Presently operating. 


MIDWEST SHOE & SLIPPER CO. 
210 8. CLINTON 8T., CHICAGO, ILL, 
Phone Randolph 6-188%8. 


Rates 


Space in this department for display ad- 
vertisements is $5.00 inch for each 
insertion except in the ‘‘Situations Wanted"’ 
column, where space costs $2.00 per inch 
for each insertion. 
Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘Help 
Wanted”’ and ‘Special Notices’’ and $1.00 
r inch for each insertion under ‘‘Situa- 
fons Wanted.’’ 
Minimum space accepted: 1 inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no ormation 
concerning them will be disclosed by the 
publisher. 


THE RUMPE PUBL ISHING CO. 
300 W. Adams St. Chicago 6 





Situations Wanted 























Blue and Pickled Splits for Sale 


TRIMMED AND SORTED for weight and 
grade Large quantities. Steady supply Tell 
us what you are making and we will furnish 
a suitable selection. Address E-1, c/o Leather 
and Shoes, 300 W. Adams S8t., Chicago 6, Ill 


For Sale 


SOLE LEATHER TANNERY MACHINERY 
AND EQUIPMENT 
PRESTON HARDWOOD LUMBER COMPANY 
ELKINS TANNERY, P.O. Box 668 
ELKINS, WEST VIRGINIA 


For Sale 
57” Turner Type band knife splitting ma 
chine, in working condition 
Address E-20, 
c/o Leather and Shoes, 
300 W. Adams 8t 
Chicago 6, Ill 





Help Wanted 





Leather Sales Technician 


POSITION OPEN Leather sales technician 
to locate and travel South America——epend one 
month U. 8. Tannery experience essential - 
Spanish helpful. To represent manufacturer's 
line tanning chemicals Address C-12, c/o 
Leather and Shoes, 300 W. Adams St., Chi- 
cago 6, Tl. 


"eal Wanted 


By a large side leather tanner to cover state 
of Texas 
Address Box 8-9 
Leather and Shoes 
10 High 8t., 
Boston, Mass 


May 29, 1954 


Pattern Work 


OPPORTUNITY for experienced young man to 
join going and growing nationally recognzied 
manufacturer of women's shoes A good sal 
ary and attractive future for man of ability 
who can contribute to the further growth of 
this concern Required to cut model papers 
make grade layouts, and order factory equip- 
ment Character and ability references re 
quired Write fully in confidence stating 
age, marital status, salary expectations, etc 
to E-16, c/o Leather and Shoes, 300 W. Adams 
St Chicago 6, Ill 


Experienced Finisher 


ABLE TO MATCH COLORS and formulate 
finishes Permanent position with large East 
ern calf leather tannery. Good salary. Reply 
information will be held confidential Send 
all qualifications and history Address E-18 
c/o Leather and Shoes, 300 W. Adams St 
Chicago 6, Ill 


Calf Leather Sorters 


TWO EXPERIENCED CALF LEATHER 
SORTERS—- Wanted by a large Eastern tan 
nery Steady work All usual employment 
benefits Reply, giving complete information 
to E-19, c/o Leather and Shoes, 300 W. Adams 
St., Chicago 6, Ill 


Representative Wanted 


TO SELL a full line of shearlings to the 
shoe and garment trade in New York and 
Pennsylvania area. Address Box 8-11, Leather 


and Shoes 10 High St Boston, Mass 





Situation Wanted 


TECHNICIAN AVAILABLE Young mar s 
years’ experience, soak through finish in« uding 
2 years in lab desires position in tannery « 

is demonstrator Willing to relocate Avail 
able immediately Write: Stanley Stellmach 
5954 Beechwood St Philadelphia, Pa 


Situation Wanted 


Man 38 years old, with 20 years experience in 
all phases of beamhouse, tanning and finish 
ing problems, desires 4 position as an assistant 
to a superintendent in a tannery Address 
Alfred C. MclIivaine, 18 Briarfoot Lane, Levit 
town, Pa 


Sales Representative 


with office and salesroom on South Street 
Boston, can take on a line of Calf, Split 
Garment Leather or Shoe Fabrica A thorough 
knowledge of shoe and leather merchandising 
and sales problems guarantees the type of 
representation you need in this highly com 
petitive area Please do not answer unless 
you have substantial production All answers 
held strictly confidential Apply Box 8-7 
Leather and Shoes, 10 High 8&t Boston 10 
Mass 


Line Wanted 


NEW ENGLAND representative with excellent 


experience and reputation can handle one more 


line of shoe materials Particularly inter 
ested in rubber shoe products Apply Box 
8-8, Leather and Shoes, 10 High St Boston 
10, Mass 


Tanner and Colorer 


ON SHEEP, GOAT AND CALF; VEGE 
TABLE, CHROME AND CHROME RETAN 
25 YEARS' EXPERIENCE. WOULD LO 
CATE ANYWHERE. ADDRESS: BOX S.-10 
LEATHER AND SHOES, 
BOSTON, MASS 


10 HIGH ST 


Salesman 


EXPERIENCED VOLUME 
ing wholesalers, mail order 
salary 
Address F-17 
c/o Leather and Shoe 
10 W. Adams 8&t 
Chicago 6, Iii 











TANNERY and OFFICE 
WESTBORO, MASS. 





GILBERT & COMPANY'S 
% Call tural Sheep 


Established 1905 


BOSTON STORE 
120 SOUTH STREET 
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Coming Events 


Deaths 





June 69, 1954—-Annual Convention. 
American Leather Chemists Association 
Bedford Springs Hotel, Bedford, Pa. 


Anniversary 
Institute of 
New York 


July 58, 1954--Golden 
Convention of Shoe Service 
America. New Yorker Hotel, 
City. 


July 11-14, 1954—Baltimore Shoe Show, 
sponsored by Baltimore Shoe Club, Inc. 
Lord Baltimore Hotel, Baltimore, Md. 


Aug. 29-Sept. 1, 1954—Allied Shoe 
Products and Style Exhibit for Spring and 
Summer 1955. Hotel Belmont Plaza, New 
York City. 


Aug. 31-Sept. 1, 1954--Showing of Amer 
ican Leathers for Spring and Summer 1955 
Sponsored by Tanners’ Council of America 
Waldort-Astoria, New York City. 


Oct. 24-27, 1954-— National Shoe Fair. 
Sponsored by National Shoe Manufactur 
ers and National Shoe Retailers Associa 
tions, Palmer House and other Chicago 
hotels. 


Fall Meeting, National 
Edgewater Beach Hotel, 


Oct, 26-27, 1954 
Hide Association 
Chicago, Ill 


1954—-Annual Fall Meeting 
America. Edge 


Oct. 28-30, 
of Tanners’ Council of 
water Beach Hotel, Chicago. 


Price 
for Spring 


Nov. 28-Dec. 2, 1954-—-Popular 
Shoe Show of America, 
and Summer 1955. Sponsored jointly by 
New England Shoe and Leather Associa 
Shoe 


and 


Inc., 


tion and National Association of 
Chain Stores. Hotels New Yorker 
McAlpin, New York City. 


Feb, 19-22, 1955--Factory Management 
Conference, Sponsored by National Shoe 
Manufacturers Association. Netherland 
Plaza Hotel, Cincinnati, O. 


Julia A. Trask ... 80, retired shoe 
executive, died May 21 at Goddard 
Hospital in Brockton, Mass., after a 
short illness. A native of Waltham, 
Mass., Miss Trask joined E. E, Taylor 
Shoe Co. in Brockton at the age of 14 
as a stock clerk and remained with the 
firm until 12 years ago when she re- 
tired. She was secretary and treasurer 
of the firm at the time of her retire- 
ment. She leaves a sister, Mrs. Edith 


H. Hamlin. 


David Hamilton 79, tanning 
executive, died May 20 at Elliot 
Hospital in Manchester, N. H., after 
a short illness. He was superintendent 
of Randolph Leather Co. in Randolph, 
Mass., until the time of his retirement 
last year. Hamilton active in 
fraternal affairs and a member of the 
Atlantic Masonic Lodge in Quincy, 
Mass, Surviving are a son, J. Murray; 
two grandchildren and three sisters. 


was 


Henry F. Schrader . . . 79, leather 
executive, died May 23 in Chicago, 
Ill., after an illness of a few days. 
A veteran tanner, he was vice presi- 
dent and plant superintendent of 
Huch Leather Co., Chicago tanner of 
horsehide leathers. Schrader 
Huch back in 1893 and has been with 
the firm past 61 He 
leaves his wife, Helen, and two sons, 
Lt. Col. Henry C. Schrader, now 
stationed in Korea, Earl O., 
Schrader of Chicago. 


joined 


for the years, 


and 


Kenneth F, Cooper . . . 74, chemicals 
executive, died suddenly May 23 while 
at Cooper Farm in Pine Plains, New 
York. He 
president of American Cyanamid Co. 
of New York. Cooper the 
company back in 1907 when it was 
founded and worked his way through 
various executive positions until his 
1947, He was also 
active in community affairs. Surviv- 
ing are his wife, Mildred, and 
daughters, Joan H. and Peggy Ann. 


was retired senior vice 


joined 


retirement in 


two 
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Amalgamated Leather Co's., Inc. 
American Extract Co. 

Armour Leather Co. 

Armstrong Machine Works 


B 
Barbour Welting Co. 
Blackhawk Tanners 
Brown Co. 


Cc 
Carr Leather Co. 


G 


Gallun, A. F., & Sons Corp. 
Gaywood Mfg. Co. 


H 
Hadley Bros.-Uhi Co. 


I 
Independent Die & Supply Co. 


L 


Los Angeles Tanning Co. 
Lynn Innersole Co. 
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Miller, O. A., Co. 


N 
North & Judd Mfg. Co 


9 


Quirin Lea. Press Co. 
& 


Robeson Process Co. 
Rueping, Fred, Leather Co. 


s 


Schlossinger & Cia, Ltda. 
Superior Tanning Co. 


T 


Tanexco, Inc. 


United Shoe Mchy. Corp 8, 13 and 36 





Carl Barutio hide executive, 
died Sunday, May 16, after a long 
illness. Active in the hide industry, 
particularly in the Midwest, for most 
of his career, he had served as secretary- 
treasurer of Binz Hide & Tallow Co. 
of St. Louis, Mo., for many years. 


CHARMOOZ 


THE PERFECT SUEDE LEATHER 


AMALGAMATED 
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ruelest enemy 
strike back 


* 99 : > | 
CANCER” Is an unpleasant word. It’s easier not to think 


about it—to turn the page, to pass on 
MOST FOLKS who see this ad, will do just that 


YOU ARE DIFFERENT. [he fact that you're still reading 


this proves il. 


PERHAPS you have a special reason of your own for 
being interested in the flaht against cancer. Cancer may 
have taken away someone whom you loved. [It’s not un 
likely, for cancer strikes one out of five of us. The young 


The old. The strong no less than the weak 


LAST YEAR, Americans contributed more than ever belore 
to the American Cancer Society. But still not enough 
Not nearly enough for the struggle that must be waged 


if this implacable enemy 1s to hye conquered lor vood 





if we are to make cancer, like so many oncee-dreaded 
diseases, only an unpleasant memory in man’s long and 


victorious struggle against his ancient enemu 


THIS YEAR please give more generously than evet 
For your help is needed more than ever. Won't you please 


) 


clip the coupon nou 


American Cancer Society 


jE NTLEMEN 


Please send me free infor 
mation on cancer 


STATE 
Simply address the envelope: 
CANCER C/o Postmaster, Name of Your Town 





There’s a lot more to JOB PROVEN Cements 
than this test shows... 


Sure, your own “‘rule of thumb”’ test will tell thoroughly tested and factory proved on the job 


you roughly about the body, tack, drying time _ before being placed in the United line. 
and ruboff .. . but it’s not a test of the cement’s In hundreds of shoe factories the quality 
performance. and performance of United’s Job-Proven Ce- 


With United’s Job-Proven cements you can ments show that they are consistently reliable. 
a r y y 


depend on both quality and Call your nearest United Branch today and 
performance. They are make arrangements to test the Job-Proven ce- 
ments that meet your shoemaking requirements. 


BE BE BOND solvent type 
BE BE TEX latex type 


products of B. B. CHEMICAL COMPANY 


UNITED SHOE MACHINERY CORPORATION BOSTON, MASSACHUSETTS 





